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The Store With a Well Selected Stock 


Does the Business—Everytime 


Sales of garage hardware are at their best right now and the store with 
a well-selected stock—that can meet every customer's requirements 
quickly—is the one that naturally gets the business. 


NATIONAL makes 15 standard garage hardware sets that satisfy all buyers 
thus permitting the dealer to carry a complete and varied stock at small 
expense. 


And each set is packed complete in an individual box with all necessary 
bolts and screws and full directions for attaching. Consider the time and 
labor that this method saves in waiting on trade. 


The set illustrated is our No. 804—a popular four-door combination with 
hanger-and-rail equipment. Doors are hung on the inside and require 
but a minimum of space in opening. Moreover they work as freely and 
easily as any house door, never bind or jump the track and give an abso- 
lutely weathertight job. 


Complete description of other sets will be found in our latest catalog. 
Write for it. {t will pay to get acquainted with the NATIONAL Line. 





NATIONAL MFG. CO., Sterling, III. 


-NATIONAL— 


Garage Hardware 
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Timely Sales Suggestions by an Authority 
Fishing to Hardware Merchants Who Handle 
Various Kinds of Fishing Tackle 


OOD window trims have much 
(> to do with selling tackle, but 

they are only half as impor- 
tant as knowing fishing and fishing 
tackle thoroughly and in making 
more anglers where there were origi- 
nally only a few. A dealer who re- 
gards the people that come into the 
fishing tackle department only as 
customers who buy solely what they 
want, misses half the profits that 
should come to him. Always his sell- 


By “OZARK” RIPLEY 





EpitTor’s Note.—‘Ozark” Ripley has 
contributed a timely and practical discus- 
sion on a new phase of the ancient art 
of selling anglers. His knowledge of mer- 
chandising rods, flies and tackle has been 
sharpened by his angler’s wit. He be- 
lieves in appealing to the sentiment of 
men and to their love of pl as the 
best means of But read it for your- 
self and get it first hand. 





ing should be constructive through 

developing more anglers and cashing 

in on sentiment. 
Newspaper advertising, 
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fishing 


contests and unusually attractive 
windows certainly bring people in 
the store, but the knowing how, or 
the been-there experience combined 
with actual selling ability make a 
still better following because they 
buy so much more. This rarely shows 
up better than when two stores are 
near one another and when they 
carry the same amount of appealing 
advertising, give the same attention 
to trims, as well as carry the same 
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amount of stock. The trade invari- 
ably goes where the man behind the 
counter talks interestingly and know- 
ingly on the subject of fishing, where 
he can refer instantly to good local- 
ities, water conditions, habits of 
game fish and the lures most effec- 
tive for different seasons as well as 
for certain kinds of days. 


The Good Salesman’s Method 


It is really worth while to watch 
an up to date tackle salesman, and 
what he does is important to store 
in your memory. He can tell in a 
minute the kind of a rod a man wants 
and should have. If the high grade 
rod is called for he assembles two or 
three and without a word hands 
them to the prospect and lets him 
feel them out. The mediocre sales- 
man at once talks a great deal about 
the rods in an effort to put the sale 
across immediately. The expert 
salesman seldom says a word until 
each rod has been handled quite a 
while, and then he says but little. 
He knows that he has estimated the 
prospect accurately, and the feel of 
the rods has aroused desire more 
than words ever could. That is why 
it pays the hardware dealers to have 
a line ready on a reel, a line that fits 
the rod so that the prospect can step 
out in the alley or on the sidewalk. 
Only then will the expert salesman 
do any talking. 

As future sales depend on properly 
equipping the prospect or the trade 
in general it is incumbent upon the 
salesman to know the very vitals of 
every rod, and this, too, thereafter 
will be great assistance both in 
stocking and selling. 

First comes the high-priced, hand- 
made rod, and even though but few 
are usually kept by the hardware 
dealer, they are wonderful trade 
builders, and develop tackle and fish- 
ing interest. Around them you can 
build volumes of sensible sales talk 
for lots of other goods. They develop 
expertness and ultimately contests. 
Rods of this kind cost from $40 to 
$75. They are straight as can be, 
with perfect taper from butt to the 
termination of the needle-like tip. 
Those under 41% oz. are classed as 
lightweights and vary in length from 
71% to 91% ft. The exceedingly light 
ones ‘are adapted entirely to small 
streams and small trout, though 
their powers under more severe con- 
ditions are wonderful. 

Dry Fly Fishing 

The rods for dry fly fishing—a 
very popular sport nowadays—are 
stiff and must possess lots of back- 
bone for the constant gruelling 
strain of false casting. No other 
kind is suited to this work. The 
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ideal ones run in weights from 5 to 
7 oz. and in lengths of 9, 91% and 
10, or sometimes 101% ft. It is well 
to study dry fly rods since dry fly 
fishing for bass is vogued so much 
at the present time with cork-bodied 
flies, and these rods are extreme- 
ly serviceable for this purpose. They 
will not only handle large bass flies, 
but bass bugs, feather minnows, 
various spoons and spinners, phan- 
tom minnows and numerous wooden 
lures which are reduced sizes of vari- 
ous wooden casting baits. 

Selling an ideal bass rod really is 
selling service, publicity and a large 
supply of lures of all kinds. It han- 
dles so many kinds perfectly, so that 
each fishing trip the owner makes it 
will suggest buying many articles he 
has seen displayed in your store or 
read about in the outing magazines. 

A beginner will instantly note the 
stiffness of a dry fly rod and may 
possibly complain about it. Right 
then it is important that you fit it 
with a reel which has the proper 
sized line on it and then show him 
how it brings out the action, and 
how the pickup and forward shoot is 
made with half the effort of a slow 
whippy rod. 

The Question of Price 


Frequently the matter of a sale 
hinges on price. The dealer wants 
to sell the high priced rod if possible 
because it means constant sales to 
the owner of every fly rod lure 
imaginable. Follow this very truth- 
ful argument, if you know the pros- 
pect has the money and has been 
brought to the proper state of en- 
thusiasm via demonstration: A high 
class, hand made fly rod wi!l last a 
life time with occasional attention. 
It will save its price in a very few 
years. Moreover, an angler may try 
to economize by buying a cheap rod, 
but in a few years not only will he 
srend more for rods than the high 
class one costs, but he will never have 
one half so efficient for his sport, nor 
one affording one tenth the pleasure. 

Words here and there on the con- 
struction of the article will not go 
amiss. But the feel of the rod prop- 
er'y balanced with the right line, 
enough to get the full action, the in- 
herent force in it without strain on 
the part of the angler, usually effect 
the sale without further explanation. 
These are small vital things which 
frequently escape hardware dealers, 
but they are essentials for promoting 
tackle sales. 


Selling an Inexpensive Rod 
The man who wants a cheap rod 


and will not pay the price of a more 
expensive one must be handled just 


as tactfully. 
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Usually either he is very sensitive 
or else so fixed in his opinions that 
it is a waste of time to try to alter 
them. He talks a great deal of the 
time announcing his argument 
against your suggesting any other 
kind, by stating that he fishes only 
occasionally and it is useless for him 
to buy an expensive rod because he 
breaks a tip every time he goes fish- 
ing. It is a waste of effort to try 
and sell him any other. Persistance 
is more likely to drive him out of the 
store. But stress must be placed on 
the fact whether he looks at a steel 
or bamboo rod that it is worth the 
money asked for it. 

When a man behind the counter is 
unfamiliar with fishing he must do 
either of two things to increase 
tackle sales; he must either learn 
fishing or else study as much as he 
is able about it during idle moments 
so that every nomenclature of the 
line will be at his finger’s ends. A 
wrong word is dangerous, it implies 
ignorance, and ignorance produces a 
lack of faith in the goods you carry. 

Never was the tackle trade more 

exacting than it is to-day, but the 
more exacting the greater are the 
possibilities for an increased busi- 
ness. This is particularly true if the 
head of the firm will do his part and 
will have salesmen demonstrate, 
teach and go out at definite periods 
with prospects who want to learn the 
art of handling the rod. Prospects 
developed by the store are life-time 
customers, and in a few weeks after 
their start in the game are really 
molded into a frame of mind so they 
will depend upon that tackle depart- 
ment to provide them with all new 
equipment and to replenish shortages 
in their tackle book. 


Featuring Angler’s Sentiment 


The best salesmen feature senti- 
ment strongly—angler’s sentiment. 
It is an art of few words judiciously 
applied, but it converts a sluggish 
prospect into a keen, active buyer. 
The trick is worked when the pros- 
pect becomes apparently cold by in- 
serting a brief description of an ex- 
citing moment in one’s fishing ex- 
perience, which should be accurate 
to the most minute detail. This im- 
mediately effects visualization of the 
lake or the stream, the fighting trout 
or the militant bass. Then ensues 
desire—a desire to be equipped 
properly against the loss of such a 
finny prize. This is the way in which 
playing sentiment works out and the 
prospect readily and automatically 
insists no longer on limiting his pur- 
chase to a few flies but demands a 
gross, and an intended 50-cent pur- 
chase leaps into one of many dollars. 
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The Kelley-Duluth Co., Duluth, 
Minn., increased paint sales be- 
cause of this symmetrical display 
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Although paint, varnish, brushes 
and ladders are shown to advan- 


tage, 


there is no overcrowding 














Pyramiding Paint Profits with Displays 


Attractive Innovations in Store Windows Bring Additional Paint 
Business to Progressive Hardware Firms 


S the beauties of 
A nature manifest 
themselves in 
the spring and as the 
countryside takes on 
a colorful appearance, 
people automatically 
feel inclined to think 
more of their personal 
appearance. Our old 
friends appear in new 
clothes which are 
more or less in keep- 
ing with the season. 
Life in general seems 
to be full of cheer. 
There is also the nat- 
ural tendency of the 
home owner or the 
tenant to feel ambi- 
tious about the home. 
He wants the house 
spruced up a little, 
also, and the hard- 
ware man can help 
him by supplying the 
necessary paint, var- 
nish and brushes. 
Spring and early 
Summer carry an 
appeal to even the 
most dormant artistic 
sense. People who 














This is the way in which Lyon 4 Ewald, New London, Conn., make the 


most of a limited amount of window space 


would normally dis- 
regard all steps to- 
ward beautifying a 
home during the win- 
ter take on a new 
lease of life during 
the warmer weather. 

From all parts of 
the country come 
cheerful expressions 
from-hardware deal- 
ers showing that paint 
sales are living up to 
expectations. Take, 
for example, the store 
operated by Lyon & 
Ewald, New London, 
Conn. This firm main- 
tains a good paint de- 
partment and gives 
attention to window 
displays on the line. 
They find that they 
can get good leads 
from the data sent out 
by manufacturers. 
This display material 
furnished is also ex- 
tremely helpful in the 
window work and for 
counter displays as 
well. 

In a recent letter 
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from this firm commenting upon its 
paint department we find the follow- 
ing: 

“We believe that our windows are 
of the greatest value in the promo- 
tion of sales, therefore, we put in a 
great deal of time in the preparation 
of them, and we believe that we have 
produced some very attractive and 
effective displays. 

“We started our paint business 
some sixteen years ago, and from a 
number of high-grade paints we 
chose a line nationally known to-day 
as one of the best. We chose wisely, 
as our experience has shown us, for 
to us and to our customers this high- 
grade line of paints, wall tints, var- 
nishes, etc., have given great satis- 
faction. 

Paint Plus Service 

“We do not merely handle paint, 
but we sell paint plus paint service. 
We try to help our customers to at- 
tain their ideas of color schemes; we 
give them paint advice and general 
help required in the matter of ex- 
terior and interior decorations, etc. 
Our paint department has grown 
steadily, until to-day we are one of 
the largest dealers of the line we 
carry in New England. We carry as 
much as possible the entire line 
throughout, believing this to be the 
best policy. 

“About two years ago we moved 
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our paint department from the rear 
of the store to the center, giving it 
a more prominent place, which it 
needed and deserved as one of the 
best-paying propositions. 

“We run our brush department 
alongside our paint shelves. We 
sample the brushes on swinging panel 
doors, carrying a full stock behind 
the doors, and we invariably sell a 
brush or more with an order of 
paint. 

“We do not wish to make any ex- 
travagant claims as to large turn- 
overs and paint leadership, but we 
are in the paint business in earnest.” 

Paint, paint brushes and the vari- 
ous accessories used in connection 
with painting lend themselves read- 
ily to display purposes, and many 
pleasing effects may be derived from 
their use in both window and in- 
terior arrangement. 


A Sales-Making Window 


The accompanying illustration of 
the window display of the Kelley-Du- 
luth Co., Duluth, Minn., is a case in 
point. This window is arranged in 
a comparatively symmetrical fashion 
but it is in no way stiff or stilted by 
virtue of this form of arrangement. 
In the center of the display is a 
miniature house loaned to the firm 
by the Hibbing Hardware Co. of Hib- 
bing, Minn. 
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Our readers will recall that this 
house was featured in an article 
which appeared in the May 18 issue 
of HARDWARE AGE, which described 
the activities of this Minnesota firm. 
The house itself is an exact dupli- 
cate in miniature of the home of E. 
A. Bergeron, president of this firm, 
and is complete in every detail. On 
each side of the house and somewhat 
to the rear are pedestals upon which 
paint publicity from manufacturers 
is displayed. On either side are step 
ladders symmetrically arranged with 
cans of paint and varnish and paint 
brushes upon the steps. Cans of 
paint and brushes are shown to ad- 
vantage upon the floor while color 
cards occupy a large portion of the 
foreground. At the top of the win- 
dow is a large sign bearing the slo- 
gan, “Clean Up and Paint Up.” 

This window leaves but little to 
the imagination. The paint, varnish, 
brushes, ladders and other acces- 
sories show the various essentials for 
the work. The color cards show the 
shades in which the paint may be 
obtained, while the miniature house 
gives one an idea of the appearance 
of the finished work. All in all, it 
is a window of the sales-stimulating 
type, and judging from the reports 
received it accomplished the purpose 
for which it was intended. 

Another unusual paint window, 














This well arranged paint depart- 
ment is to be found in the store of 
George R. Stannard, Branford, Conn. 
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The Christenson Hardware Co., Nampa, Idaho, has succeeded in evolving an out of the ordinary effect by reproducing the 


newly painted front of a house as a display background. 


this time from the Christenson Hard- 
ware Co., Nampa, Idaho, is also 
shown. When this firm decided to 
concentrate on this line it stepped 
from the beaten track and evolved 
something of a somewhat out-of-the- 
ordinary nature. As may be seen by 
the illustration, the central figure of 
this window is the likeness of the 
front of a small house. This -repro- 
duces in detail a small porch, two 
windows and an overhanging roof. 
In front of the house is a lawn along 
the border of which is a row of tulips. 
Cans of paint as well as paint brushes 


are displayed upon the front lawn. 

Although this house front was de- 
signed primarily to feature paints, 
it is adaptable to other uses. It 
makes an excellent background for 
displaying such articles as lawn mow- 
ers, lawn rollers, hose and garden 
tools of all kinds, and may also be 
used as a background for toy dis- 
plays. In short, the ends to which 
it may be adapted are unlimited in 
number. 

Geo. R. Stannard of Branford, 
Conn., is another firm that be- 
lieves implicitly in the value of paint. 


Paint and brushes rest upon the front lkuwn 


This firm maintains a large depart- 
ment which is under the charge of 
T. S. Mellon, and which specializes 
principally in dry paints. Although 
the arrangement of this department 
appeals to the eyes of a customer, 
and although attractive paint win- 
dows are featured, the firm does not 
rely upon these to produce paint busi- 
ness. It goes out after the prospect 
in his own home. A monthly paint 
letter stressing the advisability of 
purchasing paint is sent out to a se- 
lected list of 200 prospects and has 
proved to be a real business-getter. 


Work and You Will Get the Business 





The following poem is worth repeating for the benefit 
of those who sit back and complain of conditions. It was 
received from the Schatz Mfg. Co., Poughkeepsie, N. Y.: 


* * # 


Salt Se on red rooster, “Gosh all hemlock, things are 

ougn, 

Seems that worms are getting scarcer, and I cannot find 
enough. 

What’s become of all those fat ones is a mystery to me— 

There were thousands through that rainy spell, but now 
where can they be?” 


The old black hen who heard him didn’t grumble or com- 


plain, 

She had gone through lots of dry spells, and lived through 
floods of rain. 

So she flew up on the grindstone, and she gave her claws 
a whet, 

As she said, “I’ve never seen the time there wasn’t worms 
to get.” 


She picked a new and undug spot; the earth was hard and 


rm. 

The little rooster jeered, “New ground! That's no place 
for a worm.” 

The old black hen just spread her feet, she dug both fast 
and free— 

“IT must go to the worms,” she said, “the worms won't 
come to me.” 


The rooster vainly spent the day, through habit, by the 


ways 

Where tat round worms had passed in squads back in the 
rainy days. : 

When nightfall found him supperless, he growled in 
accents rough, 

“I’m hungry as a fowl can be. Conditions sure are tough.” 


He turned then to the old black hen and said, “It’s worse 
with you, 

For yow’re not only hungry, but you must be tired, too. 

I rested while I watched for worms, sol feel fairly perk. 

But how are you? Without worms too? And after all 
that work?” 


The old black hen hopped to her perch and dropped her 
eyes to sleep, 

And murmured in a drowsy tone, “Young man, hear this 
and weep: 

“I’m full of worms and happy, for I’ve dined both long 
and well; , 

The worms are there as always—but I had to dig like 
hell.” 


Oh, here and there red roosters still are holding sales 
positions ; ; 

They cannot do much business now because of poor condi- 
tions. 

But soon as things get right again they'll sell a hundred 


firms— 
Meanwhile the old black hens are gobbling up the worms.” 
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EVERAL times we have thought 

that the Paint Question Box 
was due to run light on questions 
this month as we had received but 
few inquiries for information, and 
then along came a letter that put 
us in the running again. The letter 
we print herewith pays us for this 
month of worry as to whether we 
were going to get by or not. The 
letter is as follows: 


Moore’s HARDWARE, LIMITED 
EASTON, SASKATOON 
May 3. 
“Gentlemen :— 

“We are in a small town, and as 
a consequence our stock of paints 
cannot be as large as it might be in 
the larger centers. Because of this 
it very often taxes us to fill a cus- 
tomer’s wants out of the stock on 
hand, or to suggest something that 
will do the work as satisfactorily as 
the particular line asked for. 

“There are also so many little 
things to know in this line that are 
hard to figure out, that we cannot 
sometimes tell a customer what to 
do under certain conditions. For in- 
stance, a customer the other day 
said that he wanted to bring out the 
grain on new wood, in a cupboard 
for home, and wanted to know 
whether to use boiled or raw linseed 
oil on this as a first coat before ap- 
plying the varnish. This was a new 
one to us and we could not tell him. 

“Then, what is the best way to use 
the ordinary varnish stains. With 
or without shellac, and if with shel- 
lac, how? 

“In fact there are a good many 
more questions along the same line 
that we should like to see dealt with 
in your department, and it is quite 
possible that later we may avail 
ourselves of the opportunity of ask- 
ing you for information on them.” 

There are thousands of young 
clerks in the hardware and paint 
stores of this country that are in 
the same fix as the boy that writes 
the letter that we print below, but 
there are few of them who have the 


same desire to learn in them that 


he possesses. 
a a 


Denver, Col. 
“Gentlemen :— 

“T am just beginning work with 
the Tritch Hardware Co. I am in 
it to learn hardware, and reading 
your April 20th HARDWARE AGE, I 
have become very much interested 
in paint. 

“Will you favor me by writing me 
concerning this Dr. Heckel and his 
books upon paint. I want to own 
these books if they will help me to 
understand the paint question any 
better. 

“Sincerely yours, 

“SANFORD D. BUSTER, JR.” 


If he will write to Dr. George B. 
Heckel, The Bourse Building, Phil- 
adelphia, and ask for the three 
books mentioned in the HARDWARE 
AGE, they will be forthcoming. En- 
close 75 cents, and mention the fact 
that the editor of the Question Box 
said that possibly there wopld be an- 
other book telling all about painting 
with mixed paint. 

As we mention above, the ques- 
tions have not been coming as they 
should and we have kept our ears 
open whenever we have happened 
into a store where paint was being 
sold, and what crimes have been 
committed and how many customers 
gulled by men that will not read, 
will not study, who just watch the 
clock, take their employer’s money 
and get away with the feeling that 
they are earning it. 

One day during the past month we 
noticed a clerk sell a woman eight 
gallons of flat wall paint. She liked 
the shade and could not be pleased 
with any other color and said she 
was going to do the lower portion of 
her house with it, the upper part 
was of shingles. We did not feel 
like butting in on the young man, 
but we did and in so doing saved a 
lot of trouble, for that kind of paint 
would have come off in sheets within 
a very short time. 
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We talked with a paint man the 
other day, who stated that he was 
through with the paint business. He 
said that there was too much work 
connected with it. When asked what 
he meant by work, he said that a 
man had to know too much to keep 
out of trouble and said that he had 
just sold a man some paint and that 
the house was going bad after three 
months. We tried to get down to 
tacks right then and see if we could 
help out, but there was no use for 
we found out that the dealer had 
tried to meet mail order competi- 
tion by selling a paint that the man- 
ufacturer would not put his name 
on, a paint that contained 25 per 
cent of water. 

Such troubles as these can be 
avoided and dealer who has not 
enough interest in his business to 
ask questions and learn is always 
going to be in trouble. 

There are more men in the stores 
of this country telling their trade 
that any old paint is good enough 
for a roof, and there are men sell- 
ing first class roof paint and metal 
protective coatings. We heard a 
customer say that he had bought a 
tar preparation to paint tin with, 
that it had cracked and that the tin 
was showing through and that noth- 
ing that he could put on that would 
dry. He should tear off the roof and 
get a new one and make the dealer 
who sold him the paint in the first 
place pay for the job. 

One complaint regarding varnish 
was amusing. The customer had 


’ asked for a floor varnish that would 


do for porch floors and said he 
wanted the varnish colored a dark 
oak. He was sold a can of medium 
priced dark oak floor stain. It had 
been wet and was faded out in 
streaks and was coming off. Who 
was to blame? The man that sold 
him should have known enough to 
tell the customer that if a colored 
floor was wanted, it should be 
stained with a good oil stain, given 


(Continued on page 86) 
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Stimulating the Buyers with Gift Windows 


Burhans & Black, Syracuse, N. Y., Increase Sales 
and Lay Foundation for Future Business by 
Catering to the Gift Buyers 


é< HE gift window,” said 
| charies Kilner, who for 
nearly three decades has 
been with Burhans & Black, Syra- 
cuse, N. Y., “is a different proposi- 
tion from almost anything else. 
There is a different psychology, men- 
tal attitude, and bearing to the man 
or woman who is giving gifts.” 
While Mr. Kilner spoke the writer 


By F. E. BRIMMER 


tiveness, and the price of each was 
plainly marked upon it. 

In this gift window there were 
sterling silver pencils, silverware 
sets in plush-lined boxes, carving 
sets with various fancy handles, ra- 
zors, butter spreaders with ivory and 
pearl handles, ash trays, nut sets of 
various kinds, shaving sets, pearl- 
handled fruit knives, cut glass ware 


front of a window like this, and 
may be his eyes become fixed on that 
carving set with the walrus tusk 
handles. Or maybe it is one of 
those bronze lamps back there in the 
corner, or a plateau that attracts his 
attention. Anyhow, you have got to 
give him a good variety and several 
choices from the same kind of gift 
displayed.” 





June is one of the banner seasons of the year for selling gifts of all kinds, and this fact has been realized by Charles Kilner, 
who arranged this gift display for Burhans & Black, Syracuse, N. Y. 


was keeping his eyes and pen busy 
at the same time there in front of 
the store. 


An Excellent Gift Display 


“Take this window, for example,” 
said Mr. Kilner, pointing to a display 
arranged in front of a turkey red 
background, “here is what we find 
is the best ‘gift display,’ and we be- 
lieve it gets close to the heart of the 
buyer who has a few dollars to buy 
a present for a wedding, graduation 
or birthday, or any gift to a loved 
one,” 

In this Burhans & Black window 
were dainty manicure sets in cases 
and likewise single pieces of similar 
sets shown separately. The complete 
manicure sets were in neat plush 
cases which added to their attrac- 


of almost every kind, including 
lamps and_ shades, _ candlesticks, 
clocks, electric gifts of many kinds 
from copper percolators to nickel 
toasters, casseroles, traps, plateaus, 
and many others. 


What is a Gift Window? 

“What is a ‘gift window’?” we 
asked Mr. Kilner. 

“Well, a ‘gift window’ is a place 
where the man with a hunger for an 
appropriate gift can satisfy himself. 
He comes here,” said Mr. Kilner, 
“with a vague notion in his head 
that he wants to give a present to 
someone. He has a certain sum in 
mind to pay for that present. He 
has no idea whether he wants to buy 
a baby elephant for the mantelshelf 
or a bird cage. But he stands in 


“But what makes that a ‘gift 
window’ ?” we insisted. 

“Appeal to the fancy! Appeal to 
the whim to give something differ- 
ent and unusual. That’s what makes 
a ‘gift window,’” was the reply. 
“The ordinary ‘utility window,’ 
which we like for the average dis- 
play throughout the year, shows 
mostly what will be needed and used 
every day in the ordinary routine 
of living. But a ‘gift window,’ well, 
that is one that appeals to the heart 
and to the imagination. You must 
make such a display attractive, make 
it suggest something beautiful. Giv- 
ing is itself a beautiful emotion and 
the gift‘ must radiate the appropri- 
ate beauty.” 

Another distinction which was 
made, and which we believe is good, 
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is this. It is at the giving time that 
people generally turn to things “not 
absolutely needed.” Through the 
year you can get along with the old 
safety razor, or inadequate carving 
set, or old fashioned stuff in the 
house. But when the time for gift 
giving comes—as it does at wed- 
dings, graduations, birthdays, and 
the holidays, then folks suddenly re- 
member that you should have the 
new razor, the better carving set, 
the modern plateau. Remember, at 
gift-giving time every home has 
company and it wants to look its 
best. See that you offer those things 
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that are commonly accepted as essen- 
tials of a well furnished home. 

Mr. Kilner says that during the 
past year he has sold more candle- 
sticks than he ever thought could 
be used in central New York. This 
is because he has featured them in 
his “gift windows” and sells only de- 
signs that really serve to “dress up” 
the best homes in the city. 

Another “best seller” in the last 
year for Burhans & Black has been 
ornamental clocks. They have been 
offered at a wide range of prices 
from $1 to $40, and sold so well that 
in several instances the stock was 


Speakers for Retail Congress 


NNOUNCEMENT has been made 

to the effect that the speakers at 
the annual congress of the National 
Retail Hardware Association, Hotel 
Sherman, Chicago, June 19-23, will be 
as follows: 

Ralph Byron Wilson, director of serv- 
ice, Babson’s Statistical Organization, 
Wellesley Hills, Mass., will speak on 
“The Business Clock,” giving a down to 
date analysis of business conditions and 
prospects as they are seen by the Bab- 
son organization. 

W. A. Durgin, chief of the Division 
of Simplified Practice, Department of 
Commerce, Washington, will speak on 
“Industrial and Commercial Waste,” ex- 
plaining the aims of Secretary Hoover 
and the department in the effort to bring 
about simplification and standardiza- 
tion of manufactured products and the 
work thus far done in that direction. 


The Merchant and the Farmer 


Hon. Sydney Anderson of Minnesota, 
chairman of the Joint Commission of 
Agricultural Inquiry, has for his sub- 
ject “The Merchant and the Farmer.” 
The work that has been done by the 
Joint Commission, of which Mr. Ander- 
son is the head, is more or less known 
to business men of all lines, and his 
address will be of universal interest. 

Horatio Sawyer Earle, president, 
North Wayne Tool Co., Detroit, Mich., 
will speak on “Berry Picking.” Mr. 
Earle is a man of original ideas and 
strong personality, terming himself an 
actomist—neither a pessimist who “sees 
no good in anything that is” nor an 
optimist who “sees good in everything 
that ain’t.” He will tell how he and 
his business associates have zone right 
along picking business berries during 
the last eighteen months while many 
were saying there were no berries to 
pick. 

Charles Henry Mackintosh, president 
Associated Advertising Clubs of the 
World, will be heard on “Bettégr Busi- 
ness.” Mr. Mackintosh has traveled 
extensively and studied conditions close- 
ly and is thoroughly prepared to discuss 
the subject designated. 


A discussion of the five fundamental 
retailing problems chosen to be the 
bases of study by the Congress with 
the view of writing definite answers 
that may be used by hardware retailers 
throughout the country as a guide in 
the every day conduct of their business, 
will be led by five hardware retailers 
of widely known success and well able 
to present the various questions. They 
are as follows: Hugh McKnight, Pitts- 
burgh, Pa., vice-president Pennsylvania 
and Atlantic Seaboard Hardware Asso- 
ciation, will lead the discussion on “The 
Merchant’s Function”; George W. 
Schroeder, Eau Claire, Wis., vice-presi- 
dent Wisconsin Retail Hardware Asso- 
ciation, “Merchandise Investment”; 
Frank Burke, Waukegan, IIl., a direc- 
tor of the Illinois Retail Hardware Asso- 
ciation, “Merchandising Margin”; M. 
D. Hussie, Omaha, Neb., past president 
National Retail Hardware Association, 
“Competitive Problems,” and Charles 
A. Sturmer, Port Huron, Mich., presi- 
dent Michigan Retail Hardware Asso- 
ciation, “Community Service.” 

One subject will be considered at a 
session. Each leader will have twenty 
minutes to present the question and 
ample time will then be given for every- 
body who wishes to do so to take part 
in the discussion. This is open to all 
members, whether delegates or not, and 
it is hoped to have such thorough dis- 
cussions that the decisions reached will 
truly reflect the best thought of Ameri- 
can hardware retailers on these impor- 
tant questions and constitute a reliable 
guide for all hardware retailers. 


Association Development 


Association. development from the 
standpoint of the state retail hardware 
associations will be presented to the 
Congress by John B. Foley of Syracuse, 
N. Y., secretary of the New York State 
Retail Hardware Association. 

Progress in the development of the 
national association will be presented 
by National Secretary Herbert P. 
Sheets and members of the national 
office staff—Rivers Peterson, R. H. 
Riner and Samuel R. Miles, manager 
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cut down nearly to the vanishing 
point before it could be replenished. 
What makes the best home in 
your town have its distinct tone, its 
atmosphere of good taste? Those 
things about such a home are the 
furnishings that you should offer in 
a ‘gift window’ as far as possible. 
Mr. Kilner says that the time for 
‘gift windows’ is the psychological 
time when they are called for. Such 
times for Burhans & Black are at 
State Fair time, whenever there is 
a big city convention or celebration 
or festival, at Easter, in June, 
Thanksgiving and the Holidays. 


Announced 


store management service of the Na- 
tional Retail Hardware Association; I. 
E. Douglas, manager information ser- 
vice, and Perry F. Nichols, manager 
sales promotion service. 


Entertainment Features 


William E. Stauber, chairman of 
the Chicago Entertainment Committee, 
reports that the committee will be pres- 
ent at the Hotel Sherman all day Mon- 
day, the 19th, to receive and register 
delegates, visitors and ladies arriving 
for the Hardware Congress. 

For the special entertainment of 
ladies in Chicago for the Uongress, the 
committee announces that there will be 
a tour of Chicago department stores on 
Tuesday; an automobile ride over the 
boulevard and park system Wednesday, 
and group trips Thursday to such in- 
teresting points as Hull House, the 
stockyards, Field Museum, the parks 
and the Municipal Pier. 

For everybody there will be a thea- 
ter party Tuesday evening at the new 
Chicago theater, claimed to be the most 
beautiful theater in the world, a sec- 
tion of the theater to be reserved for 
the hardware party; on Thursday eve- 
ning either a boat ride or a trip to the 
famous White City. 

Friday morning the American Steel 
& Wire Co. will furnish a chartered 
train to take the entire party to Wau- 
kegan. The men will spend the fore- 
noon at the American Steel & Wire mill 
in Waukegan and remain there for 
lunch, while the ladies will be enter- 
tained during the forenoon and at lunch 
at the Waukegan Country Club by the 
Waukegan Chamber of Commerce. In 
the afternoon the ladies will join the 
men at the Great Lakes Naval Train- 
ing Station, where a special program 
of entertainment will be presented for 
the delegates. 

Those who come to Chicago by train 
are urged to keep in mind to procure 
certificates when they buy their railroad 
tickets, so they may get the benefit of 
the half-fare return rate that has been 
granted by the passenger associations. 
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Systematic Arrangement Makes Selling Easy 


DuBois, Haevers & Co. 
Green Bay, Wis., Has 
Increased Sales and 
Added to Its Selling 
Efficiency by Means of 
a Convenient and 
Scientific System 


of Up-to-Date Store 
Arrangement 


interested in the unnecessary 

steps he is forced to take dur- 
ing each working day. Many of 
them have become so used to running 
all over the store for merchandise 
that they do not think how much of 
the customer’s time they are wasting 
to say nothing of their own. Some 
firms, however, endeavor to work 
along efficient lines and among this 
number is DuBois, Haevers & Co., 
Green Bay, Wis., which some time 
ago decided to arrange its stock so 
it would be accessible and at the 
same time the different lines would 
be grouped together. 

It took considerable planning to 
do this because the tool line goes 
equally well with the auto accessory 
line. Accordingly the firm put the 
tools on one side and the auto acces- 
sories on the other side of a wide 
aisle. If a customer comes in for 
some accessories he has only to turn 
around to buy the tools. The same 
plan was carried out in the house- 
hold department. The cooking uten- 
sils were put on shelves and display 
racks as shown in the picture of the 
left side of the store and the kitchen 
cutlery was also displayed there. 
In a good many stores, kitchen cut- 
lery is to be found somewhere near 
the pocket knives and the cooking 
utensils are usually on the other side 
of the store. 


Many New Lines Carried 


A dealer should always bear in 
mind that the hardware store has 
grown considerably since the old 
days, and there are literally hundreds 
of items and new lines of merchan- 
dise which are a regular part of the 
stock of today which were not to be 
found in the old time stores. Fur- 
thermore, customers demand ex- 
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Floor plan of the DuBois, Haevers, é Co. store showing in detail the location of the 
various departments 


ceedingly prompt service. Time is 
valuable to the customer as well as 
the merchant, and if it takes con- 
siderable time to find the merchan- 
dise or to run all over the store to 
collect it, then a serious loss is ex- 
perienced. The customer is uneasy 
while he waits and is likely to go 
out of the store without buying all 
that he came in for, and incidentally 
the chance of interesting him in 
other merchandise is lost. 

It is part of our job to visit the 
hardware stores around the country, 
and we believe that the readers of 
HARDWARE AGE would find it in- 
tensely interesting to go around with 
one of our reporters just to take a 
peep into the different kinds of 


stores and meet the men who run 
them. There is one thing certain, 
you will find fewer poor stores in 
the hardware field than any other. 
But because the hardware stores 
stand out so well is no reason why 
they can not be improved in order to 
save time and money for both cus- 
tomers and proprietors. Never in 
the history of the industry have so 
many merchants rearranged their 
stocks of hardware and adopted 
sampling systems as in recent years. 
In almost any town you enter you 
will find at least one store that has 
put in new fixtures, added some bar- 
gain tables, changed the front, put 
in new modern display windows or 
rearranged the stock. 
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There are literally thousands of 
other merchants who are thinking 
this thing over and are just waiting 
until they hit upon the plan that fits 
their needs. To our mind this shows 
conclusively that the merchants to- 
day are thinkers as well as doers. 
So when we had the pleasure of look- 
ing over the DuBois Haevers store 
in Green Bay, Wis., we thought there 
were so many good ideas in its ar- 
rangement that the trade would be 
interested in knowing how it was 
done. 


An Inexpensive Arrangement 


This arrangement was all made 
without any expensive cabinet work 
or alterations. As you can see by the 
pictures the stock runs clear to the 
ceiling on both sides of the room. 
It would be impossible to do away 
with this arrangement because there 
was no handy place to keep the sur- 
plus. All counters running along 
the shelving were done away with 
and in their place display racks were 
installed as shown in the pictures of 
the right and left hand sides of the 
store. In the center of the store 
were placed the silverware and cut- 
lery show cases. 

In order to better illustrate the 
point the reader should examine the 
picture of the left hand side of the 
store. He will note the enamel and 
tin ware on the shelves and the sam- 
ple boards of cutlery which are 
placed on hinged doors and cover the 
stock. In front of this shelving are 
the display racks. The first one con- 
tains aluminum ware and even the 
ends are utilized which adds much 
to the appearance and permits the 
showing of a greater variety of 
stock. The tops of the racks are 








The left side of the store. 
Note the dluminum display 
stand with the _ kitchen 
cutlery in the background 


also used and as they are not over 
5 ft. high the merchandise is easily 
accessible. Behind this aluminum 
display rack comes one holding food 
choppers, scales, pans, crockery, etc. 
And right across the aisle from this 
rack are the tubs,’ wringers, 
washing machines and all the 
laundry helps. So on this one 
side of the store is everything 
that a woman needs in her kitchen 
and house. If she is interested in 
silverware, sewing machines, fancy 
ware and refrigerators she has only 
to turn around from the aluminum 
rack and there they are before her 
in the center of the store. Sales are 
a simple matter when the stock is 
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arranged in this manner and we 
know of no display that is so tempt- 
ing to a woman as the aluminum 
rack with the kitchen cutlery sam- 
ple board right behind it. 
Cutlery Display 

Directly in the center of the store 
are the cutlery cases where pocket 
knives, scissors and other items that 
are not associated with kitchen use 
are displayed. The case on the left 
end of the cutlery case contains 
clocks and fancy goods, while the 
right hand case which parallels the 
aisle on the right side of the store 
contains auto accessories. If a cus- 
tomer is looking at a spotlight or 
some other accessory and wants to 
look at wrenches or hammers, he has 
only to turn around to the sample 
boards which are shown in the pic- 
ture of the right side of the store. 

Behind the cutlery case and some- 
what protected on each side by the 
clock and accessory cases is a large 
open space in which sewing mach- 
ines, electric washing machines, 
vacuum cleaners and refrigerators 
are shown. These display cases 
practically make a little private dis- 
play room out of this space and a 
couple of easy chairs make selling an 
easy task. Directly behind this dis- 
play space is the silverware case 
which also contains the electrical ap- 
pliances. And then behind this case 
is the display space for stoves. We 
have made a rough sketch of the lay- 
out which shows the way the entire 
stock is arranged. 

The right side of the store as il- 
lustrated shows the tool display case 
which is of the same proportions as 











The right side of the 
store, showing display 
stand for tools. Auto ac- 
cessories are at the left 
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Here is a central view of the store. 
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In the foreground is the cutlery, while the auto accessories are to the right. 
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Fancy goods 


and clocks are to the left, while washing machines, sewing machines and vacuum cleaners are behind the cutlery case 


the aluminum case on the other side 
of the store. Here also the ends of 
the case are utilized. George DuBois 
recently said he did not know there 
were so many grinders sold in the 
hardware store until the firm put its 
stock out on these shelves. The prin- 
cipal items of tools are put on sam- 
ple boards with the stocks directly 
behind the doors. It will be remem- 
bered that these tools are just.across 
the aisle from the auto accessory 
case as the two go together. The 
tops of the racks are used for dis- 
play and the merchandise which is 
not stocked in these racks is kept in 
the cabinet fixtures along the wall 
where each item is sampled. The 
surplus is kept above the fixtures, 
and as there is some room under the 


Prepayment Rule on Express 
Removed 


Announcement has been made by the 
Traffic Department, American Railway 
Express, that on June 15, the company 
would rescind the rule requiring the 
pre-payment of charges on shipments 
to Canada and restore the collect privi- 
lege. The shipper, can, after that 
date ship prepaid or collect, as he 
prefers. 

This rule, requiring pre-payment on 
such traffic, has been in effect since 
April 1, 1920, and was invoked to pro- 
tect the carrier against loss due to the 
high rate of exchange between the 
United States and Canada, whith at 
times has reached 20 per cent. 

Improved financial conditions have 
brought the discount rate down to ap- 
proximately 1% per cent. 

The pre-payment requirements will 
be dropped for the benefit of shippers, 
many of whom ship to Canada “f.o.b. 
factory” and the carrier will stand the 


display cases this space can also be and he can watch all activities with- 


utilized for boxed goods or surplus. 
The other display rack directly be- 
hind the tool rack carries other quick 
selling items. 


View of Entire Store 


The back part of the store is given 
over to long-handled tools and other 
items which cannot be displayed up 
in front. The office is also in this 
part of the store and takes up less 
room than it would if it were up near 
the front. There is, however, a clear 
view of the entire store as the dis- 
play racks are only 5 ft. high and 
the only high shelving is that along 
the two side walls. A desk is near 
the front door for one of the firm 
who has direct control of the floor, 


loss in exchange, instead of the shipper. 
It is the usual practice for the Cana- 
dian purchaser to pay the transporta- 
tion charges, on goods imported from 
the States, rather than settling with 
the American manufacturer through 
invoice on goods. 


New Marcy Representative 


John E. Chembley & Co., Nashville, 
Tenn., has been appointed Southern 
representatives for the Marcy Tool 
Works, Inc., Putnam, Conn. 


Peirce Joins Graham Forces 


W. B. Peirce, for the past two years 
connected with the Peirce-Brown Co., 
North Tonawanda, N. Y., and for 
twelve years previously superintendent 
of the Buffalo Bolt Co., also at North 
Tonawanda, has been appointed works 
manager of the Graham Bolt & Nut 
Co., Pittsburgh. He assumed his new 
duties on June 1. 


out trouble or be on hand to give aid 
whenever it is needed. 

The store is not divided into set 
departments where there are spe- 
cial people to take charge, but the 
arrangement is so complete that a 
salesman can go anywhere with very 
little trouble and the customer never 
loses sight of him or the merchan- 
dise. So there is really no need of 
putting up special departments when 
they can be made to dove-tail into 
one another as they have in this 
store. 

This arrangement is an ideal one 
for any hardware store and the mer- 
chandise is arranged so invitingly 
and conveniently that it practically 
sells itself. 


Schurch Vice-President of Man- 
ning, Maxwell & Moore 
John F. Schurch has been elected 
a vice-president of Manning, Maxwell 
& Moore, Inc., and on June 1 took 
charge of Western sales, with head- 
quarters at the company’s Chicago 
office, 27-29 North Jefferson Street, 
Chicago. Mr. Schurch was graduated 
from the University of Minnesota in 
1893 and entered the service of the 
Minneapolis, St. Paul & Sault Ste. 
Marie R. R., with which he was con- 
nected for several years, leaving that 
position to become associated with the 
Railway Materials Co., Chicago. In 
1914 he was elected vice president of 

the T. H. Symington Co. 


Dooley Hardware Corp. Expands 


The Dooley Hardware Corporation, 
Holyoke, Mass., has acquired the C. W. 
Rackliffe Hardware Co., Springfield, 
Mass., which will be operated in con- 
junction with the Holyoke business. 
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Some of the in- 

habitants of New 

Holstein gathered at 
the station 


Community Sales Bring Business to Retailers 


Retail Merchants of New Holstein, Wis., Inaugurate 
Series of Sales Days Which Prove to Be 
Business Boosters for the Entire Town 


saying, “Just how far can we 

go in this sales-day idea?” 
HARDWARE AGE says you can go the 
limit because town after town has 
tried it and has found that it is ex- 
actly the stimulant that is needed 
at the present time. 

In order to show just how success- 
ful these sales days have been and 
how much the merchants have come 
to believe in them, 
we have only to re- 
peat part of the con- 
versation at a meet- 
ing of the merchants 
of a town of about 
1500. One man had 
taken the floor and 
had said that he was 
not going to give 
any more co-opera- 
tion to special sales. 
Inasmuch as he 
wielded considerable 
influence among his 
fellow merchants 
and his statement 
fell among them like 
a bomb. For that 
quiet moment which 
always follows an 
outburst, only the 
breathing of the 
members was audi- 
ble. Then up jumped 
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Schilling Bros,’ store, New Holstein, Wis. This firm conducted a paint 


the hardware man and declared him- 
self as follows: “If the rest of the 
merchants of this town don’t want 
to pull together and continue these 
sales days, then I will continue to 
put them on alone, because I know 
they pay. They have built up my 
business and have brought me new 
trade from miles around, and I have 
been able to keep this new’ business. 
I know every night just how much 


4k 
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demonstration during the sale 


these sales bring me and I can’t af- 
ford to give them up.” 

He was hardly seated when the 
druggist arose and said, “Well, I’m 
surely glad you said what you did 
because I had made up my mind to 
keep up the sales even if I had to do 
it alone and I guess now we can 
work together.” So the result was 
that the rest of the merchants swung 
into line because a few of their num- 
ber had the back- 
bone to stick up for 
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the right principles 
and not let petty 
jealousies and un- 
friendly __ relations 
spoil a concerted ef- 
fort to build up the 
business of the en- 
tire community. 

So much for the 
desirability of the 
sales days, bargain 
days, dollar days and 
community sales 
days. There is only 
one thing to be care- 
ful about and that 
is the creeping in of 
little jealousies and 
dissatisfaction which 
will break up the 
strongest organiza- 
tion of any kind. 
These things are 


ts "4 
] ie oes 
* 














June 15, 1922 


the dry rot and the blight which 
hinder the success of modern busi- 
ness. 

Team work and tireless co-opera- 
tion with every merchant in the 
town is absolutely necessary in order 
to put across a community sale. It 
would open the eyes of some hard- 
ware merchants to drop into the little 
town of New Holstein, Wis. There 
everybody is pulling together as one 
man and they have accomplished 
some very fine results. 

Just a word about the town itself. 
New Holstein is a characteristic Mid- 
dle Western town in many respects. 
The town was originally started on a 
piece of high ground. Then the Chi- 
cago, Milwaukee & St. Paul Railroad 
built its line about a half mile from 
the town site and the result has been 
that the town grew in two sections, 
one near the depot and the other on 
the original site. So they have “up- 
town” and “downtown.” There is a 
live hardware store in each section 
and these dealers continually work 
hand in hand. The other merchants 
are just the same way, and so they 
met and formed the New Holstein 
Retailers’ Association. This organ- 
ization has been in existence for 
about one and a half years. One of 
the merchants acts as secretary and 
looks after the advertising. They de- 
cided this year to hold three big 
community sales. The first one was 
scheduled for March 1, the second for 
April 5 and the third sale was ex- 
tended over two days, May 3 and 4. 


Advertising the Sale 
The first move was the publishing 
of large full-page posters announc- 
ing the sales. The announcements 
were posted in every store and mailed 
out to the entire community. Special 
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workers for the community sales idea 


features were provided for each sales 
day and red tags and pennants were 
given each store in order to show off 
the specially priced goods and to 
decorate the windows. Just before 
each sales day the local newspaper 
carried a list of the specially priced 
goods at each store and smaller hand 
bills were mailed out and posted up, 
calling attention to the sale. Then, 
after the first sale multigraph letters 
were mailed out to everybody receiv- 
ing mail from the New Holstein post 
office. Where did they get a multi- 
graph in a town of 1300 was our first 
question. We were promptly in- 
formed that the hardware man, T. 
Matthaeus had purchased one so that 
he could send letters out to his trade 
and that so many merchants in town 
were sending him work that it would 
soon be time to get a girl to run it. 




















The grocery store of M. V. Jones. Mr. Jones is secretary of the New Holstein 


Retatlers’ Association and ta one of tts most ardent supporters 


All Farm Bureau letters as well as 
the Retailers’ Association letters go 
out from the multigraph in the hard- 
ware store. 

The first sales day dawned and 
every merchant had his windows 
trimmed with the red banners and 
attractive displays. Close to every 
front door were tables of the bar- 
gains for that particular day, each 
one tagged with the special red tag 
for sale day. The people began to 
arrive in wagons, autos and buggies. 
Those living in the country reported 
at the bank in order to register the 
distance they had come because it 
had been announced that the one 
coming the greatest distance would 
receive a bag of flour. The winner 
incidentally came eighteen miles and 
there were larger towns within a few 
miles in all directions. 


Lunch Served to All 


A free lunch was served at noon 
and the wives, daughters and their 
friends donned aprons and waited 
upon the people. In this way they 
became acquainted with the new 
people who came to town and made 
them feel welcome. Old friends met 
and had pleasant little chats which 
not only helped renew pleasant rela- 
tions, but did much toward building 
up the good will of the community. 

Then a big meeting was held for 
all the farmers. One of their own 
number talked on soils and condi- 
tions. A tractor man explained all 
about power on the farm and some 
gifts were distributed. A big band 
concert was given by the New Hol- 
stein Juvenile Band which has an 
enviable reputation as an entertain- 
ment feature. 

“Great!” said everybody after the 
first sales day. So they all got busy 
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for the second one. Bills were print- 
ed, letters sent out, and everybody 
started talking about the second sale. 
People flocked to town in greater 
numbers than before. The band was 
on hand and the banners were flying. 
Over 800 farmers went to the Ma- 
jestic Hall for their lunch and had 
one of the greatest “get togethers” 
ever held in that section of the coun- 
try. The merchants were kept so 
busy all day they hardly had time to 
eat. One hardware man said the first 
two sales brought over $600 into his 
store that he would not have made 
otherwise. Think of that in a town 
of 1300. The bag of flour went to a 
man who came eighteen miles but 
from a different direction than the 
one who won on the first day. Other 
presents were given away and a big 
jubilee was held at night. 

The last sales days of the series 
were held on May 3 and 4. The 
HARDWARE AGE reporter was on hand 
for the second day. Again the mer- 
chants were ready and as an automo- 
bile was to be given away the last 
day a great time was experienced. 
Unfortunately the ground was just 
getting in good condition and every- 
body was working overtime to get 
their seeding done as the season was 
very late, and so the number of peo- 
ple who came in the daytime was 
not as large as on the second sales 
day. It was not because the people 
did not want to come but the time to 
get the seeding done had come un- 
expectedly and every moment count- 
ed. Along toward the close of the 
day they began coming in large num- 
bers. The surprising thing to most 
of the merchants was the amount of 
money their sales were running into, 
considering the small number of 


Paint Ad Men to Meet 


Paint and varnish advertising men 
will hold their conference in Buffalo on 
June 28, according to a letter sent out 
recently by the committee in charge, 
composed of O. C. Harn, H. C. Bursley, 
H. M. Clark and W. P. Werheim. Judg- 
ing from the letters replying to the in- 
vitations sent, industry will be repre- 
sented 100 per cent. 

Questionnaires were distributed 
among the expected guests in order to 
determine the agenda for discussion at 
the conference. Among them appear: 

Reduction of shades on color cards 
helps dealer turnover on investment. 
Distribution of color cards on a per 
gallonage basis. 

Extending the fall painting and in- 
door months idea by advertising. 

Increase of personal contact of the 
dealer and painter with the consumer. 

How can the elimination of waste in 
advertising be accomplished? 
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people who were able to get to town 
during the day. 

In the evening a well known speak- 
er from Milwaukee spoke to them, 
the band played, refreshments were 
served and the rest of the presents 
were distributed. Were the mer- 
chants of New Holstein happy? Of 
course they were. People had been 
into their stores whom they had not 
seen for years, new faces were no- 
ticed among the shoppers and steady 
customers were made of them. The 
entire country-side had responded, 
the farmers had taken new faith in 
the merchants of the town, they had 
seen their old friends from miles 
around and they had received some 
good pointers from the speeches, to 
say nothing of a lot of wonderful 
bargains. 

Every member of the New Hol- 
stein Retailers’ Association is happy 
and his expenses are trivial when 
compared to the profits and good 
which they derived from the sales 
days. 

Schilling Bros. had a paint demon- 
strator working in their hardware 
store during the two days of the last 
sale_and they secured a number of 
good prospects for paint jobs, besides 
doing a lot of fine advertising on 
paints by means of the specials they 
offered and the samples distributed. 


Combined Selling Effective 


Just a short time dgo the F. W. 
Matthaeus Hardware Co., and M. V. 
Jones, a grocer, who has his store 
right next the hardware store, sent 
out a joint letter and signed them- 
selves, “The Neighborly Neighbors.” 
The hardware store put on a big oil 
stove demonstration and the grocer 
made some prices on soap and wash- 


‘ 

What is the responsibility of the 
salesman to help dealers unload their 
shelves after dealers have placed sub- 
stantial orders for goods? 

What is the ethics of paint and ad- 
vertising ? 

How to get the most value from local 
co-operative advertising campaigns on 
the part of the dealer and painter. 


Republic Rubber Producing 
Tires 


After being idle since July 1 of last 
year, the tire department of the Re- 
public Rubber Corporation at Youngs- 
town, Ohio, started up last week. The 
company is said to be turning out 1500 
rims per day at its plant at Canton, 
Ohio, and about 100,000 tubes per 
month at its Youngstown plant. The 
company has a capacity for making 
about 4000 tires per day when running 
full time. ~ 
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ing powder that made them sit up 
and take notice. This was a fine way 
of getting the people into the two 
stores and they did plenty of busi- 
ness in both places that day. 

Whatever the opinion may be as to 
the advisability of holding these 
community sales, it will be found 
that they have been entirely success- 
ful wherever the merchants have 
cooperated and worked in absolute 
harmony for a common cause—that 
of building up the business of the 
community. But where associations 
have had merchants who were afraid 
that their competitors were going to 
get a little of their business or where 
they failed to shoulder their part of 
the responsibility, the sales have not 
been successful to all merchants 
alike. It all boils itself down into 
how many merchants in a town really 
want to see the town grow and pros- 
per as a business center. 


Co-operation Brings Business 


People are good buyers nowadays. 
That is they don’t buy unless they 
get value received. During the war 
and the times of plenty, it was not a 
difficult task to sell goods. Now it 
is a task. It is a legitimate business 
problem that every merchant has to 
meet squarely. People must econ- 
omize and make the money go as far 
as it can, and if they know the mer- 
chants of a town are interested in 
selling them goods on that basis then 
their trade will go to those stores. If 
the merchants do not show any spirit 
of co-operation and any willingness to 
help the people buy a dollar’s worth 
for a dollar, then the trade will go 
to the progressive towns that know 
how to get the business and take care 
of it, once it comes to them. 


Whitman & Barnes Promote 
Templeton 


Ralph Templeton, for several years 
manager of the Whitman & Barnes 
Manufacturing Company’s New York 
office and store, will assume an im- 
portant position in the company’s 
executive offices in Akron, Ohio, July 
1, according to an announcement 
just released. Mr. Templeton, who 
enjoys an unusually wide acquaintance 
in the twist drill and reamer trade, 
first entered the employ of the Whit- 
man & Barnes organization in 1898 
and has served it in various capacities 
continuously since that time. After 
demonstrating marked ability in the 
Akron office and as Detroit representa- 
tive, he was appointed manager of the 
New York store in 1910, where he has 
since been prominently identified with 
the company’s remarkable growth in 
Eastern business. 
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Selling $1387 in Paint in a Single Day 


That Is the Record of J. C. Fetzer, Wooster, Ohio, 


Who Succeeded in Building Up a Successful 
Paint Department by Means of Ingenuity 














Baird-Swannell, Inc., Kankakee, Ill., attracts paint customers by means of its window displays, of which the above is an excellent 


example. 


66 AST year we were able to 
L double our paint business 
over the previous year,” 
writes Z. Beecken of Baird-Swan- 
nell, Inc., Kankakee, IIl., in a recent 
letter addressed to HARDWARE AGE, 
commenting on the things that con- 
tribute to build business for the re- 
tail hardware merchant. 

“We attribute this success,” he 
continues, “to window display, adver- 
tising helps received from manufac- 
turers, and also newspaper advertis- 
ing, which we have found to be very 
profitable. 

“Our salesmen,” he says, “are well 
posted on all the different kinds of 
varnishes, paints and paint acces- 
sories, and are able to talk intelli- 
gently to the customer and assist him 
in solving any paint problem that 
may trouble him. Our experience 
has always been that it pays to 
handle the very best grades of var- 
nishes and paints. 

“By following these general poli- 
cies,” he concluded, “we are endeav- 
oring to double our 1922 paint busi- 
ness over the 1921 sales.” 


A Springtime Display 


Mr. Beecken forwarded with his 
letter a photograph of one of the 


Baird-Swannell, Inc., window dis- 
plays of paint, varnishes and brushes. 
The display has an attractive spring- 
like atmosphere about it because of 
the lattice-work background sup- 
ported by white pillars and dec- 
orated with maple branches and ar- 
tificial flowers. It will be observed 
that many of the cans of paint and 
varnish on the floor of the window, 
which incidentally is covered with 
sand and turf, have a paint brush 
resting, with the lightness of a sug- 
gestion, upon their covers. 





tonne 


: The can of fresh paint was quite blue, : 
“Because of such fellows as you, d 
: “You wretched old brush, 
“Who crumble and crush, 


: “My coat doesn’t look at all new.” 


The brush fiercely bristled and spoke: = 


- “To me you’re an indigo joke. 
: “Why you’re not as good 
“As a dead piece of wood; 
“Dry up, or I’ll give you a poke.” 
—C. D. 


The Clean-Up and Paint-Up adver- 
tisement shows the kind of adver- 
tising that Baird-Swannell, Inc., ad- 
vocate. “Every good citizen,” the ad 
states, “is proud of his home and of 
his community. Therefore he uses 


Note the springtime effect produced by the use of lattices and artificial flowers 


plenty of paint and varnish because 
he knows that they protect his prop- 
erty. Abraham Lincoln said: 
‘I like to see a man proud of the place 
he lives in.” Everybody does,” the 
ad concludes, and then enumerates a 
number of uses for paint and var- 
nish, with illustrations of the par- 
ticular kind of paint most suitable 
in each instance. 
Ingenuity Brings Business 

Another example of successful mer- 
chandising of paints and varnishes 
by a hardware merchant is the ex- 
perience of J. C. Fetzer, Wooster, 
Ohio, who has built up a paint de- 
partment from practically nothing by 
using his ingenuity to interest the 
buying public. Mr. Fetzer’s own ac- 
count of his experience follows: 

“I started in the retail hardware 
business with small capital and 
plenty of competitors—the latter 
having plenty of money and doing a 
very large credit business. Conse- 
quently my first problem was how to 
make a good showing, with only 
$7,500 to purchase my complete stock 
in the year 1920, with prices at the 
top. 

“I had a room 19 by 140 ft. in 
which I first put shelving and show- 


APR LLY REINA RG LIRR 5 


BP MT ORME. ie Ne PONTE 

















ya With all requirements for inside and outside painting. 
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wall size and thinner to be weed with 
this paint, 


$1.00 Quart $3.50 Gal. 
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Put Your Floors in 
First 

Devoe's marble floor finish 

rolac will 

withstand the hardest 

tinue to look good. Try some, Water 

does not burt it, 


$1.45 Qt. $5.00 Gal. 
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Good Paints 


In Deves’s 100 per cent 
jead end sine house palat 
we offer Our customers the 
very best that fe manufac- 
tured, As there are many 


at just the right price, 
Belect yours today. 


10c to $5.00 


Your 
Furniture 
A small can of 
Devoe’s Mirrol- 
ec will brighten 
up @ room full 


pl 


of furniture at « véry small expense. 
It’s easy to use it, too. All shades 
of oak, walnut, mahogany, ete. 


80c Pint $1.50 Quart 





Make br Auto Look 
Like New 
A little labor and Devoe's = Af 
enamel will work wonders 
old car and make it look iihe’e ion 
model. We carry top and 
upholstery Gnish also. 


50c a Can and Up 


Printupt 





Baird - Swannell, Inc. 


286-298-EAST COURT STREET 
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Here is one of the paint ads which brought business to Baird-Swannell, Inc. 


cases, the latter being quite expen- 
sive and covering one entire side of 
my store. By using these wall show- 
cases as displays, I was able to make 
one-sixth dozen of an article look like 
a well-stocked bin, because no one 
knew that the shelves back of the dis- 
play cases were empty. 


Spreading the Effect 


“In my paint department I piled 
the paint one can deep at the front 
of the shelves and managed to spread 
it out so that it had the appearance 
of a very large paint stock. I took 
great pains with my paint and var- 
nish brush cabinet, giving it a maxi- 
mum of space and prominently dis- 
playing all of the brushes under a 
vertical glass front showcase, behind 
which were shelves to take care of 
my increased brush stock. Although 
I had an excellent display of brushes, 


Paint Trade Sales Conference 


In order to secure united effort of 
the industry on the objective in 1923 
as the second step for doubling the 
industry by 1926, a paint and varnish 
sales conference is to be held early in 
July. James B. Lord of Boston, who 
was appointed chairman of the confer- 
ence by Ernest Trigg, called a meeting 
of the committee in charge which met 
at the Hotel Astor, New York, on June 
9. The members of the committee in- 
clude A. D. Graves, Pratt & Lambert; 


I had but little invested, since the 
samples in the case did not require a 
full stock in the bin, because, fortu- 
nately, the factory was near at hand 
and I could always get them on a 
few minutes’ notice. 
Financing the Department 

“My one real problem was how to 
get by with the credit end of the 
deal. I simply could not finance 
that, so I overcame the obstacle by 
offering a 3 per cent discount for 
cash, and announcing myself as a 
cash store. It worked out very well, 
for I could show a customer where 
he could make 36 per cent a year by 
paying cash and taking his 3 per cent 
if he paid me for merchandise once 
each month. 

“I have made special efforts on 
some one thing at a time with good 
success, usually making only a one- 





Charles J. Roh, the Murphy Varnish 
Co.; H. D. Whittlesly, Sherwin-Williams 
Co.; R. W. Levenhagen, the Glidden 
Co.; S. B. Woodbridge, E. I, duPont 
de Nemours Co.; A. E. Warfield, Peaslee- 
Gaulbert Co.; E. S. Phillips, Devoe & 
Raynolds Co.; W. H. Donaldson, John 
Lucas & Co.; H. N. McCutcheon, Lowe 
Bros., and F. §S. Greene, Pittsburgh 
Plate Glass Co. 

Following the meeting on June 9 it 
was stated a notice will be mailed to the 
paint and varnish trade announcing the 
date and place of the sales conference. 
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day sale. My largest one-day sale 
was on paint and brushes. With only 
a $400 stock of paint, we sold in one 
day $1,387 on the following plan: 

“First, we were all firmly con- 
vinced that the paint and brushes we 
had to sell were the best that could 
be had. Then we put three good- 
sized advertisements in our local 
paper announcing that on a certain 
day we would reduce the price of our 
paint 25 cents per gal., and an addi- 
tional 15 cents per gal. if it was a 
cash sale. Then we allowed our cus- 
tomers the privilege of paying 25 
per cent of their bill on sale day and 
gave them three months to get the 
paint and pay the balance, still get- 
ting their 3 per cent cash discount. 
This last plan gave me a chance to 
check up in the evening and order 
the additional goods needed, which 
were already sold and partly paid 
for. Just to show that this plan did 
pull, I still have in my store $130 
worth of paint sold and paid cash for 
on my first sale which was held two 
years ago. 


Brushes Always Included 


“In order to stimulate buying of 
paint and painting materials I used 
a manufacturer’s brush display. This 
display served to call the various 
painting materials to the attention 
of passers-by and was largely re- 
sponsible for bringing many of them 
into the store. In selling paints, I 
never overlook the opportunity to 
sell a brush, which is done chiefly by 
having the brushes well displayed 
near the paint shelves and asking the 
customer what brushes he wants, 
after the paint sale has been com- 
pleted. I always cater to the paint- 
ers by giving them what they want 
and the best that the market pro- 
vides in both paints and brushes. 

“In conclusion, let me say that it is 
not to any special knowledge of the 
goods to be sold that I attribute the 
success of the store, but rather to 
the special features which I try to 
get first in our town. We now have 
7600 sq. ft. of floor space properly 
stocked, and this has been done with- 
out borrowing any more money.” 


Jackson-Marvin Co. 


Organized 


Gordon H. Marvin is president; W. 
Smith Jackson, treasurer; and Frank 
E. Bollman, secretary of the Jackson- 


Marvin Hardware Co., New Haven, 
Conn., which recently filed a certificate 
of organization. 

The F. T. Blish Hardware Co., Man- 
chester, Conn., has enlarged its floor 
space considerably, improvements be- 
ing necessary due to increasing busi- 
ness. 





June 15, 1922 


HARDWARE AGE 


Totalling $100,000 in Builders’ Hardware 


The Hull Hardware & Plumbing Co., Danbury. 
Conn., Did This During the Past Year as the 
Result of a Campaign of Personal Solicitation 


NE often hears of a hardware 
store doing an annual business 
of five figures in a certain line, 

but when another figure is added to 
the total and it becomes six instead 
of five it becomes decidedly worth 
while investigating. Such is the 
record of the Hull Hardware & 
Plumbing Co. of Danbury, Conn., 
which last year did a business in 
builders’ hardware which totalled 
$100,000, according to Milton F. 
Hull, who is secretary of the firm. 

R. W. Menzies has charge of the 
builders’ hardware department. It 
is part of his job to keep well posted 
on all local building activities, to 
be acquainted with all the contract- 
ors and builders in the neighbor- 
hood and to encourage carpenters to 
use the store as headquarters for 
this class of goods. 

Putting these few points in one 
paragraph will not make the prac- 
tical hardware merchant believe 
that this business developed auto- 
matically, for there is an abundance 
of work connected with the duties 
of Mr. Menzies and his associates. 
By keeping in touch with the local 


building commissioner Mr. Menzies 
knew when any new building per- 
mits were issued. Immediately he 
had a first class prospect for a com- 
plete set of door locks, all kinds of 
hinges, window catches, door knobs, 
special locks and so forth. 


Reducing the Overhead 


This company has found that per- 
sonal solicitation can not be sur- 
passed when it comes to selling 
builders’ hardware. Mr. Menzies 
acts as a consulting expert with the 
architect and builder advising them 
in their hardware needs. Several 
of the local contractors and build- 
ing corporations refer to the Hull 
store as headquarters for tools, 
nails, roofing paper and anything 
else that is needed. This class of 
trade is very profitable as each or- 
der from such a source as named 
calls for a large number of items 
and which in turn means worth 
while profits. Thus the sell- 
ing overhead per item is cut consid- 
erably more than offsetting the 
trade discount that is generally al- 
lowed. 


This store delivers the purchases 
to the premises so that the firm 
name is brought to the attention of 
other builders and the carpenters 
employed. In this way a shipment 
of builders’ hardware for the boss 
on the site often develops into a 
sales opportunity to sell the work- 
men saws, hammers, chisels, levels 
and other necessary hand tools. 

Credit is usually requested on 
these big. orders. Sometimes a 
short time note is given. In either 
case there is really a minimum of 
risk as a contractor or building 
company, usually has sound finan- 
cial backing in the way of bank 
loans. 


Home Builders Solicited 


People building summer bunga- 
lows, and families that are renovat- 
ing their homes are also solicited, 
and the Hull Hardware & Plumbing 
Co., has built up a fairly good cli- 
entele of this kind. The greatest 
profits, however, are to be found in 
equipping a new building through- 
out with builder’s hardware and the 
necessary tools. 














This background, which is used by the Hull Hardware & Plumbing Co. in displaying its 


space, yet shows a wide range of items 


builders’ hardware, occupies a negligible 
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A Tribute to the Late John K. Wilson 


Charles H. Ireland of the Odell Hardware Co. 
Eulogizes Former President of the Old Guard 


T= following tribute to the memory 
of John K. Wilson, president of the 
John K. Wilson Co., Baltimore, Md., 
and former president of the Old Guard, 
has been received from Charles H. Ire- 
land of the Odell Hardware Co., Greens- 
boro, N. C.: 
Hardware Age, June 2, 1922. 
New York, N. Y. 


“The old order passeth and we can 
but contemplate in the passing of the 
old whether or not the new will be 
equal to the old. 

“This contemplation is brought about 
by the sudden death of one of the best 
known and highest esteemed men of the 
traveling fraternity of the hardware 
trade—John K. Wilson of Baltimore, 
Md. 

“For forty years he has gone from 
Washington, D. C., to San Antonio, 
Tex., and from Richmond, Va., to Okla- 
homa City, Okla., and in every place 
his smiling face was welcome and his 
personality beloved. His appearance in 
the doorway of any buyer’s office of the 
hardware jobbers of the Southern States 
would of a surety be greeted with, 
‘Come in, Friend John.’ He was, in- 
deed, the friend of every hardware job- 
ber in the South and was beloved for 
his many traits and for his integrity of 
character. Genial as the morning sun 
—true to his friends as the polar star 
—generous as nature in its gifts—de- 
pendable as the compass in its fidelity 
to truth and uprightness—no wonder 
he was loved and respected by one and 
all who knew him, 

“He and his associate of many years’ 
standing, Charles S. Weir, who has pre- 
ceded him to the grave, were possibly 
the best known and the highest es- 
teemed of any traveling men who have 
ever visited the Southern hardware 
jobbing trade, retaining the respect and 
confidence of the factories which they 
represented as well as the jobbers. As 


NATIONAL RETAIL HARDWARE ASSOCI- 
ATION CONVENTION, Chicago, IIl., June 
19, 20, 21, 22, 28, 1922. Headquarters, 
Hotel Sherman. Herbert P. Sheets, 
secretary-treasurer, Argos, Ind. 


West VIRGINIA HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Huntington, Jan. 30, 31, Feb. 1, 1923. 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 


a member of the Old Guard, wearing 
the golden emblem of confidence and 
esteem placed upon him by the Southern 
hardware jobbers, and as one who had 
proved himself worthy of their con- 
fidence and faith, by thirty years of 
continuous service, he will be missed 
throughout the length and breadth of 
the hardware trade. 

“With his passing there steals before 
my vision the faces and forms of a com- 














John K. Wilson 


pany of men. Such men as Weir, 
Stucky, Seely, Smith, Hopkins, Lupton, 
Hoen, Meade and Wheeler cannot be 
surpassed. They lived and wrought in 
a day when salesmanship was passing 
through a trying period. They won 
and retained these high principles of 
integrity and worth, keeping this high 
position through all the years of their 
service in the delicate task of inter-, 
changing goods. By strict adherence to, 


Coming Hardware Conventions 


delphia Commercial Museum, Feb. 12, 
13, 14, 15, 16, 1923. Sharon E, Jones, 
secretary, 1314 Fulton Building, Pitts- 
burgh. 


OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Cleveland, 
Feb. 13, 14, 15, 16, 1928. Exhibition in 
the new Municipal Hall. James B. 
Carson, secretary, 1001 Schwind Build- 
ing, Dayton. 

ILLINOIS RETAIL HARDWARE ASSOCI- 


ATION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 13, 14, 


high business methods between the 
manufacturers and the jobbers of the 
Southern States they cemented a bond 
of confidence possibly found nowhere 
else in the country. 

“Now to that illustrious list the 
name of another whom they, as well 
as those who are left behind, loved and 
esteemed as a friend and brother, is 
added. 


“This group of splendid men beckons 
to us with hands of love to follow on 
the bars of a just and gracious Lord 
who shall judge men—thank God!— 
not according to what they have done 
but according to what, deep down in 
their hearts, they wanted to do, for God 
looks at the thoughts and intents of a 
man’s heart rather than at the way in 
which he performs his tasks. 


“So the procession moves on and we 
are looking forward without fear to 
the renewing of the ties of friendship 
that bound us closely together here and 
shall hope in the beyond to greet those 
who have preceded us. 

“May the rich legacy of an untar- 
nished name, through the years that 
have passed and gone, be bestowed upon 
a posterity which will be sustained and 
comforted by this legacy, through the 
trying days through which we are now 
passing, and out of the present confu- 
sion and strife of this present day live 
blameless lives, as worthy, as true, and 
as loyal as those who have gone before. 

“Peace to the ashes of each one and 
may the God of all peace comfort, sus- 
tain and bless those left behind, and 
encourage those who were bound to 
them by cords of friendship and love 
to look forward to the time when we, 
too, shall lay down our earthly toils and 
go out to meet those who have gone 
before, and to stand before the Judge 
of all the earth with a consciousness 
that we have done our task as well as 
those splendid men have done theirs.” 


15, 1923. L. D. Nish, secretary-treas- 
urer, Elgin, Il. 

NEw YORK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXPosI- 
TION, Rochester, Feb. 20, 21, 22, 23, 
1923. Headquarters, Powers Hotel, 
Sessions and Exposition at Exposition 
Park. John B. Foley, secretary, City 
Bank Building, Syracuse, N. Y. 

NEw ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’ Building, Boston, 
Mass., Feb. 21, 22, 28, 1923. George 
A. Fiel, secretary, 10 High St., Boston. 
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EDITORIAL COMMENT 


Talk Your Business 


ORTY-THREE years ago a man in San 

Jose, Cal., loaned $100 at 10 per cent a 

month compounded. Recently he sued 

and was awarded $304,840,332,912,- 

685.16. If he can collect, he will be the richest 

man in the world. But it is hardly possible that 

the debtor can pay up, so this man is no better 

off than he was forty-three years ago. He 
waited too long. 

And right this very minute every business 
man in America faces the very real danger of 
waiting too long. 

The period of prosperity to which we have all 
been looking forward isn’t going to spring full- 
fledged into our midst and with one mighty 
Sweeping gesture press the button which will 
set all the wheels of industry in motion. 

We aren’t going to go to bed one night won- 
dering where our next payroll is coming from, 
and then awaken the next morning with cus- 
tomers clamoring at our doors with their fists 
full of orders. 

The period of prosperity has started slowly, 
quietly and almost unnoticeably at first. It will 
gradually gain momentum, and as the months 
roll by we shall find business getting better, and 
better, and better. 

Those who wait until the peak is reached or 
until the upward curve is straightening itself 
into an almost perpendicular line are in grave 
danger of being lost. But those who increase 
their sales effort as the curve mounts will reap 
the harvest. 

Everything indicates that now is the time to 
start. Now is the time to put a little more steam 
behind your sales effort. Now is the time to 
increase your advertising a little, so people can’t 
forget. Now is the time. Don’t wait too long. 

Six per cent of the people in the world produce 
an average of 49 per cent of the world’s supply 
of gold, wheat, iron, steel, lead, silver, zinc, coal, 
aluminum, copper, cotton, oil and corn. 

And that little 6 per cent lives right here in 
the United States. 


Think of it—one hundred and twenty million 
people producing nearly one-half of the essen- 
tials to life and happiness for more than a billion 
and a half of other folks! 


And still some go about with such long faces 
that they trip on their own chins. Cheer up; it 
has never yet failed to stop raining! 

Business is getting better. It is on the up- 
grade. And everyone knows that it takes more 
work, more strength and more time to reach the 
top of the mountain than to slide down into the 
valley. 

What the world needs now is more work, more 
strength of body, more courage of soul, more 
will to do. It needs a quick and complete an- 
nihilation of the dark-spectacled brigade. Even 
the brightest day in June, viewed through dark 
glasses, looks as gloomy as the most melancholy 
day in November. 


The period of recuperation is close at hand. 
Gradually, almost imperceptibly at first, busi- 
ness will become steadier; credits will become 
stronger and money will become easier. Each 
day will see the upward movement become fur- 
ther reaching. 

Before you know it, we shall be looking back 
wondering why we were so downcast a little 
while ago. And some will be wishing they had 
had greater faith in themselves and in that little 
six per cent here in America. 

Sound thinkers, logical reasoners, men of 
action and men whose sensitive fingers already 
feel new strength in the business pulse see the 
upward curve now. Their salesmen are out 
after business, and they’re getting it. Their ad- 
vertising messages are beginning to appear 
more frequently in the mails, the magazines and 
the daily newspapers. Look for yourself to see 
how unfalteringly they are going ahead. 

Begin now to perfect your plans, to organize 
your work for the recuperation period. Before 
somebody gets the drop on you, start to talk 
your business. 
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V OTING in favor of the readjust- 
ment of manufacturers’ suggested 
resale prices to conform with local con- 
ditions, the Brooklyn Hardware Deal- 
ers’ Association, at a regular meeting 
held at the Johnston Building, Brook- 
lyn, N. Y., June 8, authorized the ap- 
pointment of a special committee to 
take up the matter with the manufac- 
turers of standard tools as a means 
of helping to correct what was char- 
acterized as “the evils of price cut- 
ting.” Frederick Horn, president of 
the association, appointed H. A. Cor- 
nell chairman of the special committee 
and authorized him to select two other 
members of the association to serve 
with him and to report -to the associa- 
tion at the regular August meeting. 
The vote came as a climax to a long 
debate on the subject of price cutting, 
following a motion that was made to 
co-operate with the Fair Trade League. 
H. A, Cornell was recognized by the 
chair and stated that it would be far 
more appropriate for the Brooklyn as- 
sociation to “clean its own house first 
before attempting to clean-up the coun- 
try.” He said that he had received 
a letter from a large manufacturer 
requesting that he explain why he was 
selling certain tools below the resale 
price recommended by the manufac- 
turer. 
Results of Investigation 


Following the receipt of this letter, 
Mr. Cornell stated that he had sent out 
an investigator at his own expense for 
two days, who visited twenty-five stores 
in Brooklyn. The object of this, he 
stated, was to find out how many deal- 
ers were actually selling tools at the 
manufacturers’ suggested resale price. 
The results of the investigation dis- 
closed the fact, Mr. Cornell said, that 
in the case of a screwdriver listed to 
sell at $2.50 retail, the average price in 
the stores visited by this investigator 
was 25 cents below the suggested resale 
price recommended by the manufac- 
turer. 

In the case of a drill listed to sell 
at retail for $2.30, it was found, Mr. 
Cornell stated, that the average price 
in the twenty-five stores visited ranged 
from $2.15 to $2.25, and in a few in- 
stances the price given was $1.85. A 
popular saw listed at $3.50 retail was 
being sold, he declared, from $3.15 to 
$3.25. 

Do Not Sell by Card 


“The majority of dealers apparently 
do not sell by the card,” said Mr. Cor- 
nell, “and it is not fair to ask one man 
to do so and overlook others. We 
found,” he continued, “that there are 
many dealers who do not have any 
standard price for their goods. They 





HARDWARE AGE 


Readjustment of Suggested Resale Prices Urged 


dicker and bargain with customers and 
give discounts indiscriminately. 

“All that a dealer wants,” he said, 
“is a small but fair profit on well ad- 
vertised, standard tools. A saw that 
we can buy, for instance at $2.90 we 
ought to be satisfied to sell for $3.50. 
The: card price is listed at $4. Every 
hardware dealer is certainly entitled 
to get a reasonable profit. But when 
a certain price is suggested because it 
meets the needs of the average retailer 
to cover his overhead and yet is neg- 
lected and made ridiculous by the trade, 
what advantage is it to a dealer who 
wishes to do business on a legitimate 
basis?” 

The Root of the Evil 

“The root of the whole evil to my 
mind is that the suggested resale prices 
are too high to suit the conditions that 
prevail in this section. They can’t be 
lived up to by the majority. This en- 
courages price cutting and demoralizes 
business.” 

Mr. Snyder asked if 60 cents was ade- 
quate profit on a tool in view of the 
present cost of doing business, high 
rentals and so forth. 

Mr. Cornell replied that he thought 
it was on well advertised, essential 
tools. Mr. Bond asked how many arti- 
cles were essential and leading items 
in the average store. Mr. Cornell re- 
plied that there are certain well known 
tools that are constantly in demand and 
recognized everywhere as standard and 
staple articles. There are probably not 
more than five or six of these leading 
tools. There should be a more or less 
uniform price on them in every local- 
ity, according to the conditions prevail- 
ing, he said. To cut prices or oversell 
on these standard lines demoralizes 
business on every other line and causes 
trouble for everybody, Mr, Cornell de- 
clared. 

Difference in Costs 


Mr. Bond said that the difference 
in the cost to the different dealers 
should be taken into consideration. The 
dealer, he said, who gets a better price 
from the manufacturer or jobber can 
sell for less. 

Mr. Atkinson replied by mentioning 
a case in his neighborhood. One of his 
small competitors, he said, pays more 
for the goods that he buys, but has 
practically no overhead. This com- 
petitor, he said, employs no help, ren- 
ders no service in the way of deliveries 
or pick-up and has no bookkeeping to 
do. Mr. Atkinson said that he himself, 
on the other hand, buys in larger quan- 
tities, renders service to customers, 
keeps books, and as a result his over- 
head is far greater than that of his 
competitor. The better price a dealer 
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Brooklyn Hardware Dealers’ Association Holds They 
Should Be Made to Conform to Local Conditions 


gets, he said, the more goods he has 
to buy and the larger his overhead is. 
Cost doesn’t enter into this question 
under discussion, he.added. The natural 
law of economics always balances con- 
ditions of this kind. 

Mr. Horn cited a case of a competitor 
of his who sold pliers 10 per cent below 
the regular price for the purpose of 
making him appear high to customers 
and of making them lose confidence in 
him. 

The vote was then taken and Mr. Cor- 
nell appointed to take charge of the 
matter. 


Gifts for Cornell and Atkinson 


H. A. Cornell and R. J. Atkinson 
were each presented with a vacuum 
cleaner by H, R. L. Rohlfs on behalf 
of the association, as a token of esteem 
for the work they have done for the 
association since its organization four- 
teen years ago. John J. Snyder and 
Robert Pearsall also paid tributes to 
Mr. Cornell and Mr. Atkinson who were 
referred to as “the Gold Dust Twins,” 
who have helped improve the hardware 
business in the metropolitan district. 

The following were admitted to mem- 
bership in the association: I. Schussler 
& Son, South Ozone Park; Chas. 
Schutze, 232 New York Avenue, Ja- 
maica; H. P. Brawn, Bath Avenue and 
Bay Parkway. 


Brooklyn Dealers’ Outing 


Wednesday, July 19, has been se- 
lected as the date for the annual out- 
ing of the Brooklyn Hardware Dealers’ 
Association which will be held at 
Hall’s, Centerport, Long Island, N. Y. 
The trip to Centerport will be made by 
automobile. H. A. Cornell, 121 Court 
Street, Brooklyn, N. Y., chairman 
of the entertainment committee, has 
charge of all details and the sale of 
tickets. 


McQuiston Addresses Ad Men 


J. C. McQuiston, manager of pub- 
licity, Westinghouse Electric & Mfg. 
Co., East Pittsburgh, Pa., delivered an 
address Tuesday, June 6, before the 
Pittsburgh Advertising Club on the 
subject of how the radio would likely 
be used in the future for advertising 
purposes. 


Campbell with Butts & Ordway 


V. A. Campbell, formerly with the 
South Bend Lathe Co., Boston, has 
become associated with Butts & Ord- 
way Co., that city, heavy hardware, 
and will take charge of their machine 
tool department. 
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Conditions Show Marked Improvement 
Data Issued by Chamber of Commerce of the United 


States Proves Good Business Is Here Once More 


URING the last two years the 
people of the United States have 
become accustomed to having the old 
story of hard times dinned into their 
ears. There is no use disguising the 
fact that business suffered, but even 
the most pessimistic of calamity howl- 
ers is forced to admit that it is now 
decidedly upon the up grade. 
Prominent men the country over 
have commented upon this improve- 
ment, and perhaps there have been 
some persons who have been prone to 
discount their utterances in the light of 


propaganda. There is, however, no 
gainsaying the statements issued by 
the Chamber of Commerce of the 
United States and even the most 
gloomy will be forced to admit the au- 
thenticity of anything in the nature of 
statistics it sanctions. 

The accompanying charts, which 
were prepared and issued by the Com- 
mittee on Statistics and Standards of 
the Chamber of Commerce of the 
United States, prove beyond the sha- 
dow of a doubt that better business is 
already with us. These charts show 


conditions as they were throughout 
the country on Dec. 11, 1921, as con- 
trasted with the improvement noted on 
May 11, 1922. This is a short five 
months but in that time the change 
has been phenomenal. The bulletin 
which accompanied these charts goes 
on to predict the largest fruit crop the 
country has ever known. Wheat, corn, 
dairy and poultry products, live stock 
and mining (with the exception of coal) 
all promise well. In short 1922 wit- 
nesses the return to prosperity. 





This chart illustrates 
conditions as they exz- 
isted im the United 
States on Dec. 11, 1921. 
The chart shows that 
conditions in California 
were fair and that the 
same state prevailed 
throughout certain sec- 
tions of the Southern 
and Middle Atlantic 
States. The Northwest- 
ern, Rocky Mountain 
and Southwestern 
States record uniformly 
poor business. The only 
sections where good 
conditions prevailed 
were in the immediate 
vicinity of St. Lowis, 
Mo., Lowisville, Ky., 
and New Haven, Conn. 














Contrast the chart 
for Dec. 11, 1921, with 
this one which depicts 
conditions as of May 
11, 1922. Poor busi- 
ness still exists in a 
certain section of the 
Northwest and in scat- 
tered localities through- 
out the South and Mid- 
dle West. Practically 
all of California is ex- 
periencing good busi- 
ness, while in the rest 
of the country condi- 
tions are regarded as 
fair. No better evidence 
than this can be sub- 
mitted to prove that 
there is a country-wide 
improvement. 
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Arkansas Retailers Hold Banner Convention 


Twenty-third Convention of the Arkansas Retail Hardware 
Association Held at Little Rock Proves Eminently 
Successful—T. W. Johnson Chosen President 


Arkansas Retail Hardware Asso- 

ciation, held at the Marion Hotel, 
Little Rock, Ark., May 16-18, proved to 
be one of the most remarkable in the 
history of the organization. Addresses, 
exhibits and entertainment all combined 
to make it an event to be remembered. 
T. W Johnson, Newport, was elected 
president for the coming year, and a 
considerable amount of association busi- 
ness was transacted. 

The attendance was the largest on 
record, save for the year 1920. From 
the opening exercises it was evident 
at once that this was to be an extraor- 
dinary convention. The spirit of pes- 
simism, so widespread two years ago, 
was displaced by a cheerful spirit of 
optimism—a belief that the march of 
progress is headed straight toward 
great prosperity. 


Excellent Exhibits 


In keeping with the spirit of the day, 
the exhibit was as much of a surprise 
as it was a success, Merchandise was 
shown in a variety of artistic displays 
which were pleasing to look upon. 

Both in attendance and attention the 
sessions were all that is to be desired. 
The program was short but interesting, 
and at the same time highly instructive. 

Virgil C. Petite, in a short discourse, 
commended the Arkansas Advancement 
Association, menticning the character 
of the work it had done in an attempt 
to place the state in a better light. He 
directed attention to a number of news 
items and stories of calumny which 
sought insidiously to bring into dis- 
repute the good name of the state. The 
speaker branded these allegations as 
purely false. 

Professor F. A. Wirt of the Agricul- 
tural Engineering Department, Univer- 
sity of Arkansas, addressed himself to 
the subject, “The Implement Dealer,” 
stressing in particular the relations be- 
tween the farmer and the dealer in im- 
plements. 


President Miller’s Address 


The president’s annual address was 
delivered by President D. H. Miller, and 
appears in full below: 

“We should feel encouraged by the 
work done in the past and renew our 
efforts toward the strengthening of our 
association in the future. Our organ- 
ization has most successfully withstood 
the vicissitudes, depression and pros- 
perity of the hardware business during 
the past several years, and step by 
step has advanced in importance until 


T HE twenty-third convention of the 


to-day it stands among the foremost 
of such organizations in the South, 
“You may well feel proud of your 
efforts in organizing the Arkansas Re- 
tail Hardware Association. I believe 
I am addressing one of the ablest bodies 
of men in the country. The hardware 
business is fraught with more labor, 














L. P. Biggs, secretary-treagurer 


more vicissitudes and more perplexities, 
and it might be safely added, for the 
energy and brain force expanded, yields 
less substantial returns than any other 
commercial enterprise almost. The 
brightest intellects are engaged in it, 
though the thought and ability applied 
in other directions would doubtless have 
had greater financial results. In all 
movements to promote the public weal 
they are ever found in the fore-front; 
in the development of a new country 
they are the pioneers, for before the 
savages are conquered there must be 
the rifle; before the forest is felled 
there must be the axe, and before the 
land is tilled there must be the plow. 
The hardware men are the advance 
guard of civilization and the heralds 
of prosperity. 

“Trade conditions in our state at the 
present time may be termed peculiar 
without additional explanation. The 
radical reductions which were made 
last year while necessary, those having 
large stocks affected by the declines 
were naturally disappointed that it came 
so soon, 


“Having met together for these many 
years in annual convention, where we 
have exchanged experiences and dis- 
cussed matters of mutual interest, we 
have learned to know each other better 
and have formed strong ties, friend- 
ship and good will, which have been so 
broadened and strengthened each year 
that we anticipate these meetings with 
a great deal of pleasure. We should 
take pride in developing and promoting 
to a still greater degree the usefulness 
of this association. I am very anxious 
that all delegates not only remain in 
the Convention Hall during these meet- 
ings, but that they will unhesitatingly 
rise and take part in the discussion of 
subjects in which we are all mutually 
interested, for it is only in this way that 
we can arrive at the consensus of opin- 
ion as to our policies, and thus deter- 
mine the proper course of action.” 


Report of the Secretary 


In the secretary’s report reference 
was made to the various activities of 
the association. Among other interesting 
data the report revealed that from 1918 
to 1922 the organization had grown 
from 100 to 180 members, an increase 
of 80 per cent. The association was in 
splendid financial circumstances, the re- 
port showing that a favorable balance 
is still to its credit in the bank. He 
said in closing: 

“At a time when religion bred more 
of superstition, the learned men spent 
much time and energy in calculating 
precisely the number of angels that 
could balance themselves on a needle 
point. That is not much more of a 
problem than to figure how to balance 
the several conflicting interests and 
preferences in a convention. Our ex- 
hibitors who spend a good many dollars 
for the privilege complain sometimes 
that they have no chance against the 
convention and entertainment. Some 
members express a preference for 
speeches by outside talent; and care 
not for the question box. Others would 
rather have the experiences of their 
fellow dealers, and still other members 
hear so much business talk at home 
they prefer the entertainment program. 
I will know more about it when the 
convention is over, but right now I am 
better satisfied with our present pro- 
gram than any I have seen here or 
elsewhere.” 

One of the most interesting addresses 
of the convention was delivered on 
Wednesday morning by Rivers Peter- 
son of the national association. “Turn- 


(Continued on page 86) 
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Shall Uncle Sam Compete With Private Plants 


Extraordinary Bill Presented in Congress to Have 
Government Manufacture All Goods It Uses— 
Shall Lessons of War Be Lost? 


Washington, June 12, 1922. 

HALL Uncle Sam be forced to 

become a manufacturer of gen- 

eral merchandise in competition 
with private concerns? This interest- 
ing question is involved in a socialistic 
measure now pending in the House of 
Representatives, and which is being in- 
sidiously urged upon the attention of 
Congress by propaganda originating 
with labor organizations under the 
leadership of the International Asso- 
ciation of Machinists. 

The proposal embodied in the bill for 
this purpose, known as H. R. 10967, 
contemplates the manufacture in ar- 
senals, navy yards and other federal 
establishments of the entire require- 
ments of the government, not only for 
munitions of war, but for steel, boilers, 
engines, cutlery, electrical equipment, 
motor trucks, road machinery, dredging 
machinery, harness, furniture, clothing 
and a thousand other things. Nothing 
would be too small nor too large for 
the government to make. 


Ignores Lessons of War 


Very specious arguments are put for- 
ward in support of this project which 
has already developed considerable 
strength in both houses of Congress. 
As a matter of fact, however, it is 
based upon very grave fallacies and ig- 
nores some of the most serious lessons 
concerning the national defense that 
were learned during the World War. 

From the taxpayers’ standpoint the 


By W. L. CROUNSB 


proposition is calculated to strike ter- 
ror to the hearts of those who followed 
the government’s experiments with the 
railroads during the war, or who have 
observed the frightfully costly opera- 
tions of the United States Shippjng 
Board. 

Yet, in the face of these lessons which 
the public can hardly be expected soon 
to forget, the Hull bill is being urged 
as a proposal “to save the taxpayers 
$100,000,000 a year in the cost of the 
equipment and supplies for the army, 
navy and government departments by 
fully utilizing the facilities at navy 
yards and arsenals to manufacture for 
the government’s peace-time require- 
ments.” It is proposed to stimulate 
“inter-departmental co-operation and 
inter-plant rivalry” for the purpose of 
bringing down producing costs so that 
“vreater efficiency of labor will almost 
automatically result.” 


An “Unbiased” Comparison 


In attempting to justify this extraor- 
dinary scheme, its promoters declare 
that private plants in the metal trades 
are only 71.5 per cent efficient, while 
the arsenals are claimed to be 81.3 per 
cent and the navy yards 84.8 per cent 
efficient. This comparison is based, it 
is frankly admitted, upon figures for 
private plants taken from the report 
on “Waste in Industry” of the Feder- 
ated American Engineering Societies 
and for arsenals and navy yards from 
a study by one O. S. Beyer, Jr., con- 


sulting engineer of the “Labor Bureau, 
Inc.,” an institution whose experts ap- 
pear to be chiefly occupied in lobbying 
for the pending bill. 

“By careful analysis,” President Wil- 
liam H. Johnston of the International 
Association of Machinists says in a 
statement given to the press here, “the 
Labor Bureau’s accounting and engi- 
neering staff has found that the gov- 
ernment can manufacture for $68 in 
its own plants what it must pay $100 
for outside.” 

To accomplish this result, however, 
it is conceded the government plants 
“must cease to burden their computa- 
tion of manufacturing costs with pure- 
ly military charges which would have 
to be paid even if the plants stood 
idle.” In other words, to make this 
showing for the government plants, it 
is necessary to leave out of the compu- 
tation a large part of the overhead 
charge for management and supervi- 
sion which every private concern recog- 
nizes as an essential element of cost. 


Juggling of Overhead Charges 


It is insisted, however, that even if 
the government plants “put military 
charges into their manufacturing costs, 
it is still possible to make for $79 what 
the government must pay $100 for out- 
side.” No detailed figures are pre- 
sented in support of this computation, 
and it is a well-known fact that even 
the government itself has never been 
able to provide for Congress satisfac- 
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tory figures as to the cost of the man- 
agement and supervision of the arsen- 
als and navy yards. It is the best opin- 
ion of those who have impartially 
studied the problem—and this opinion 
is supported by every tangible fact 
available—that the federal government 
is a most extravagant employer and 
producer and that private enterprise 
can be relied upon to do better work 
for less money in practically every field 
of manufacture, 

For the purpose of forestalling criti- 
cism of this socialistic project, and 
possibly in the hope of drawing sup- 
port from the officers of the army and 
navy in charge of government manu- 
facturing plants, Mr. Johnston says: 

“I can foresee opposition to this plan 
from only two groups: One is com- 
posed of those constitutionally unable 
to favor anything new; the other is 
composed of leaches who want no in- 
terference with their opportunity to 
suck juicy profits from government ex- 
travagance. 

“Certainly the army and navy offi- 
cials have reason to welcome a war- 
rant for continued maintenance of their 
establishments in efficient condition by 
construction use, and not merely for de- 
structive purposes. They ought to be 
glad to justify their existence without 
the necessity of scaring the country 
with the threat of more wars.” 


The Milk in the Cocoanut 


These assertions are supplemented 
with other declarations quite as un- 
supported, designed to show what a 
splendid thing it would be for the 
country at large, and especially for 
the taxpayers, to keep running at full 
tilt the entire capacity of the govern- 
ment’s arsenals and navy yards, the 
facilities of which were tremendously 
augmented for war purposes. No- 
where, however, do we find a sugges- 
tion of the real reasons for this pro- 
posed legislation; hence it may be a 
matter of interest to the readers of 
HARDWARE AGE to have them briefly 
set forth. 

One of the most important of these 
reasons, if not the chief one, is the 
desire on part of the leaders of organ- 
ized labor to provide as much employ- 
ment as possible for their followers 
under conditions which can be politi- 
cally controlled. When I say politi- 
cally, I do not mean from a partisan 
standpoint, for to the experienced labor 
leader Republicans and Democrats look 
alike, and he is as ready to browbeat 
the one as the other. 

It is a matter of enormous impor- 
tance to the labor leaders to be able 
to influence employment conditions in 
government manufacturing establish- 
ments, as they have long been able to 
do by bringing pressure to bear upon 
Congress, especially in connection with 
the annual appropriations for the war, 
navy and other departments. Organ- 


ized labor can exert but a limited in- 
fluence over working conditions in pri- 
vate establishments, especially in the 
metal] and allied trades, but in the ar- 
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senals and navy yards they have been 
able to accomplish almost unbelievable 
things. 


Scientific Shop Methods Tabooed 


Starting out before the World War 
the International Machinists’ Associa- 
tion, by maintaining a lobby at the 
Capitol, was able to secure the enact- 
ment of “riders” on the army and navy 
appropriation bills which in_ effect 
brought about the elimination from the 
arsenals and navy yards of labor-sav- 
ing devices, piece work and task sys- 
tems and practically all scientific shop 
management methods. The so-called 
Taylor system especially came under 
the ban, and was grossly misrepresented 
as a device which compelled practically 
every shop worker to labor at breath- 
less speed while a representative of 
the management held a stop-watch upon 
his operations, 

These absurd falsehoods were repeat- 
edly and strenuously denied by the cf- 
ficials in charge of the arsenals and 
navy yards, and Gen. William Crozier, 
the distinguished chief of the Bureau 
of Ordnance of the War Department, 
whose incomparable services to the gov- 
ernment during the war will never be 
forgotten by those familiar with his 
work, appeared before Congressional 
committees on many occasions to re- 
fute the reckless slanders of the labor 
leaders. Nevertheless, under the spur 
of the labor lobby, General Crozier’s 
recommendations were ignored, and 
year after year the appropriation bills 
for the army, the navy, the coast forti- 
fications and, finally, the postal service 
were required to carry riders forbidding 
the use of any system of labor super- 
vision involving time studies, the spot- 
watch or kindred methods. 


A Terrible Result 


Then, as now, organized labor sought 
to compel the government to do all its 
own manufacturing—with the terrible 
result which undoubtedly was respon- 
sible for many billions of the crushing 
debt felt as a legacy by the war. 

Four years before the war General 
Crozier, realizing that in any sudden 
outbreak of hostilities the army and 
navy would be able to produce but a 
hopelessly small fraction of the war 
material that would be instantly de- 
manded, urged Congress to adopt a far- 
sighted policy that would facilitate the 
mobilizing of all private manufacturing 
concerns for war purposes. Being es- 
pecially concerned with regard to an 
adequate supply of service rifles, pis- 
tols, machine guns and shells of small 
and medium caliber, he repeatedly 
urged the Congressional committees to 
appropriate a few million dollars to en- 
able him to provide the patterns, jigs, 
dies and other equipment necessary to 
fit up ten or a dozen private estab- 
lishments to manufacture these items of 
war material. He proposed that the 
personnel of these selected establish- 
ments should be taught the proper 
methods of producing the articles in 
question, and that the equipment for 
their manufacture should be kept in 
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condition by the placing of small so- 
called “educational” orders annually. 


Crozier Plant Contemplated 
Expansibility 


The Crozier plan also contemplated 
the fitting up of the government arsen- 
als so that they could be operated on a 
three-shift basis in time of war with 
the understanding, however, that in 
time of peace they would be run on the 
single eight-hour shift. The working 
force thus employed would supply all 
the necessary experts for drilling the 
labor staffs of the private manufactur- 
ers receiving educational orders. 

In this way General Crozier proposed 
to provide a skeleton organization and 
equipment having a tremendous expan- 
sibility, so that in case of war the gov- 
ernn. nt and t’2 most efficient private 
plants in the country could be rushed 
to peak production of the most essen- 
tial items of war material in the short 
space of a few days. 

But Congress turned a deaf ear to 
General Crozier. The labor leaders 
opposed him tooth and nail with the 
plausible argument that the Govern- 
ment should do all its own manufac- 
turing. Pacifists ranted against the 
plan on the ground that it would make 
it to the interest of private producers 
of war material to “bring on a conflict 
between the United States and friendly 
nations.” War profiteers were then 
unknown but the interest of the private 
manufacturer of war material was 
pushed into the limelight and em- 
phasized in every possible way. 

So Congress refused to make the 
appropriation. The dies, jigs and auto- 
matic equipment were never purchased. 

No One Answers Cry for Help 


Then the war broke and Uncle Sam 
found himself up to the eyes in requisi- 
tions for war material, not five per 
cent of which he could fill working 
night and day, and without a single 
well equipped establishment in the 
country ready to help him. It was an 
awful situation but a perfectly logical 
outcome. 

To meet the desperate emergency, 
the War Department was obliged to 
take over at a huge price several large 
factories which had been making small 
arms for England and Russia with non- 
standardized equipment. Precious 
months were wasted in the negotiations 
and when these factories undertook 
to turn out rifles for the American 
Army, their dies and tools were found 
to be so lacking in precision that the 
parts of rifles made in one plant were 
not interchangeable with those made in 
another. It finally became necessary to 
stop production entirely in order to 
standardize output, and when this was 
done and it was found that our boys in 
the cantonments were drilling with 
wooden guns, a storm of protest de- 
scended upon the heads of the respon- 
sible officials of the Ordnance Bureau 
who were charged with every conceiv- 
able type of inefficiency. 

Now the question is: 
terrible lesson be ignored? 


Shall this 
Shall the 
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Government cease placing contracts for 
material for war or peace purposes and 
thus induce all private manufacturers 
who have learned to make goods in ac- 
cordance with Government standards 
to scrap their equipment and turn to 
other work? 


Some Highly Significant Figures 


It is a simple question and Congress 
must give the answer. But before 
making this answer it will be well for 
the Congressional committees to go 
over the expenditures of the War and 
Navy Departments made during the 
first anxious months of the war in 
equipping private plants at fabulous 
cost to produce everything needed by 
the nation in the hour of its supreme 
trial. 

The figures are staggering. In hun- 
dreds of cases the Government was 
obliged to buy large tracts of land for 
private concerns and to erect thereon 
at unheard of cost modern factories to 
house equipment which, if purchased in 
peace times, could have been procured 
at one-tenth the sum paid for it. Time 
was the essence of the emergency. 
Money was spent like water if it would 
shorten but a single day the period of 
construction or equipment. 

Let Congress look these figures over 
before it votes on H. R. 10967. 


Hoover and the Maximum Coal Price 


Secretary Herbert Hoover, who has 
presided over the Department of Com- 
merce with such skill and judgment 
that the country has come to indorse 
his plans almost as a matter of course, 
has brought down upon his head a 
storm of criticism because of his part 
in the movement that has resulted in 
the tentative fixing of a maximum price 
of $3.50 per ton on bituminous coal 
at the mine. While this price may not 
be accepted by all the operators, it has 
already resulted in an increase in the 
delivered price in certain sections; 
hence the strident protesting. 


Wisconsin Group Meeting 


A group meeting of Wisconsin hard- 
ware dealers was held at Lake Geneva, 
Wis., June 1. About sixty merchants 
were present. These meetings have be- 
come quite a factor in the business life 
of the hardware men of the Badger 
State. After a splendid dinner and 
some rousing songs under the leader- 
ship of B. Christianson, assistant-secre- 
tary of the state association, everybody 
pushed back their chairs for a discus- 
sion of practical trade questions. 

There was a lively discussion of the 
various points and the entire meeting 
was turned over to the members so 
ample time could be given to thrashing 
out the points. The dealers were wide 
awake to the problems that were con- 
fronting them and they were anxious 
to find the solutions. Frank Burke, of 
Burke & Wright, Waukegan, IIl., took 
over ten of his clerks with him as this 
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In this emergency Director George 
Otis Smith, of the United States Geo- 
logical Survey, has come to Mr. 
Hoover’s aid with a statement that 
makes unpleasant reading for the soft 
coal customer. Director Smith is un- 
doubtedly an authority on the subject 
upon which he speaks; hence it be- 
hooves all interested persons to read 
his statement with care. He says in 
part: 


Director Smith Backs Secretary 


“After attending the conference 
which the Secretary of Commerce has 
had with the coal operators, as well 
as living with the coal question for 
weeks, I am fully convinced that the 
plan Secretary Hoover is engineering 
in the interest of the public holds a 
larger promise of keeping coal prices 
down than any other move that is 
feasible at this time. 

“In simple terms of current coal 
production and consumption, the pres- 
ent situation is loaded. Since April 1 
our mines have put on the cars only 
about half as much coal as the country 
has burned. Fortunately, the output 
is slowly increasing, but no possible 
stocks of coal in storage can long stand 
this drain of 3% to 4 million tons a 
week. 

“Yet, the complacent public sleeps, 
seemingly awaiting some explosion to 
arouse it to action. Such an effective 
alarm could come in the shape of a 
sudden jump in coal prices, but Mr. 
Hoover and the coal operators have not 
thought it safe to permit the past to be 
repeated, and they are agreed that the 
safety-first move is to put some definite 
limit on prices. 

“A buyers’ panic and a runaway 
market usually happen at the same 
time, and each aggravates the other. 
Consumers with foresight, especially 
the largest consumers, bought large 
supplies of coal while the buying was 
good, but others who were less wise 
did not stock up, and these ‘foolish 
virgins,’ as Secretary Hoover has 


is in line with the general policy of 
the store. These men look forward to 
these group meetings and have derived 
a great deal of benefit from them. Mr. 
Burke addressed a few remarks to the 
members. A representative of Harp- 
WARE AGE also spoke, as did some of 
the Wisconsin members, but the greater 
part of the meeting was given over to 
the discussion of individual problems 
affecting the merchants. 


Palen with DuBois Supply 


M. F. Palen, who has been associated 
with the C. D. Johnson Hardware Co., 
has severed his relations with that 
company to connect with the DuBois 
Supply Co., Poughkeepsie, N. Y. Mr. 
Palen was with the former concern for 
nineteen years during which time he 
has earned a well deserved reputation 
for his active interest in all kinds of 
athletics. 
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called them, will be the first to find 
themselves short of fuel. Their plight 
is partly of their own making, and to 
judge from the $8 and $10 spot prices 
of 1920, many of them, once awake to 
their need, will try to buy at any price. 

“It is obvious that with this condi- 
tion of under-supply of many consum- 
ers coal production needs to be stimu- 
lated, and a fair price to accomplish 
most must be a generous price. Fur- 
thermore, the Secretary’s decision as 
to a limiting price had to be reached 
without delay. It was imperative that 
even the high cost producer be encour- 
aged to contribute his tonnage, and 
therefore a fair maximum price was 
established for as wide a territory as 
possible, and the coal operators were 
urged to speed up production. Tons 
mined are far more important to the 
country than cents saved.” 


Contract Coal Should be Cheaper 


Director Smith reminds the buying 
public that the $3.50 charge which is 
set up as a fair price for most of the 
coal fields south of the Ohio and Poto- 
mac is a maximum price, and that it ap- 
plies only to spot coal. More than half 
the present output of these fields is still 
under contract and should be delivered 
at a much better price. 

Moreover, the maximum fair price is 
set up as only a temporary measure to 
steady the nerves of what threatened 
to be a runaway market. It is hoped 
that this $3.50 price will become only 
a mark to show where the 1922 price 
of coal was halted. A repetition of the 
$8.00, $9.00, and $10.00 prices of 1920 
is what Mr. Hoover is trying to avoid. 

The public should remember that two 
weeks ago, when the leading coal pro- 
ducers were first called to Washington, 
the price had begun to jump to $4 and 
even higher. The appeal then made 
to the sellers of coal for cooperation 
fortunately met with a sympathetic 
response, for the coal industry knows 
better than the public the dangers of 
a runaway market to all concerned. 


Vermont Radio Co. Formed 


A company, to be known as the Ver- 
mont Radio Co., has been recently or- 
ganized with headquarters at 37 Green 
Street, Burlington, Vt. The organizers 
of this company are M, L. Townsend 
of Burlington and R. T. Albee of St. 
Johnsbury. 

This company will be unique in the 
radio field to-day, inasmuch as it is the 
only one in existence in Vermont special- 
izing exclusively in small parts, raw 
materials and everything, in fact, that 
goes into the making of standard 
modern radio telegraph and telephone 
apparatus. Besides dealing in appara- 
tus it will manufacture the cabinets 
and panels for same. This company 
will be equipped to render real service, 
information, blue prints, apparatus, sup- 
plies, etc., to the people of Vermont. 
Other service features will be added 
from time to time. 
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Making Opening of Golf Course Occasion for 
Special Issue of Store Paper—Unique Ad Ideas 


Howard Wants to “Exchange” 


No. 1 (2 cols. x 7 in.) 

Here is one of William Ludlum’s ads 
that ties up with the store windows. 
Mr. Ludlum has been running a series 
of these “gaze at” ads and this particu- 
lar one has a unique angle. Try out 
the “exchange” idea—it will liven up 





Howard’s Hardware 
GAZE AT 


“It’s All in Our Windows” 








EXCHANGES 
Garden Tools for Cash 


WILL EXCHANGE one 12-tooth Steel Garden Rake 
for $1.00 in cash. 


WILL EXCHANGE one 61-inch Steel Garden Hoe for 
$1.00 in cash. 


WILL EXCHANGE one Cast Steel Garden Spade for 
$1.85 in cash. 


WILL EXCHANGE one Cast Steel Garden Fork for 
$1.75 in cash. 


WILL EXCHANGE one 12-tooth Rake, 1 61-inch Hoe, 


one Spade and one Fork for $5.00; value, $5.60. 
If You See It in Our Windows You Know It’s Right. 


Howard's 


1-—William Ludlum has touched a new 
note with this “exchange” ad 











your publicity. Mr. Ludlum is adman 
for Howard’s hardware store at Mt. 
Vernon, N. Y. 


Seizing a Publicity Opportunity 
No. 2 (8 in. x 11 in.) 

On May 11, 1922, the golf course of 
the Country Club at Indiana, Pa., was 
opened. Sensing a rare opportunity 
for some timely publicity, the J. M. 
Stewart & Co. of Indiana got to work 








Read every word of this 
Special Edition of Hard- 
ware News--It will pay you 
| to read every article. 














The boss is ever glad to 
see the fellow back from his 
vacation, who is glad to be 
back at his work. 
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Are You 
Wild? 


“ ‘Who's the stranger, Mother dear? 
Look! He knows us! Aant’s Hes queer!’ 
“ ‘Hush my own! Don’t talk so wild, 

That’s your father, dearest child!’ 


“ ‘He’s my father? No such thing! 
Father died, you know, last spring!’ 


“Father didn't die, you dub! 

| Father joined a golfing club. 
But they closed the cub, so he 
Had no place to go, you see! 
No place keft for him to roam— 
That’s why he is coming home. 


“ ‘Kiss him—he won't bite you child, 
All them golfing guys look wild! 





| | Club Members—carrying 
i jNouncement 


i|support which has been 
\l| that Indiana can boast of a club of| 
\the high standing to which our club|]} 


—Cottrel’s Magazine 


| 
‘On Occasion of Opening 
of the Golf Course 


| “FORE” 
| This afternoon we all lay aside 
jour cares and “hie-out’ to the gol? 
} »ourse to drive-off for the first time 
jin 1922. The well known saying of 
|2 prominent cartoonist—“Aint it a 
|erand and glorious feelin.”—was 


| 


|pever more appropriate. 


The Big. Warehouse Issues Special Country 











| In order to properly celebrate the 
occasion at The Big Warehouse — 
|this special Edition of HARDWARE 
NEWS is being issued to the Country 
the, an 
f an addition to our} 
already large stock of sporting goods} 


\|I|and supplies—namely a very good 


|assortment of GOLF CLUBS. 

We wish to congratulate the| 
|Country Club Membership upon the} 
| given, so/ 


|has attained. And the Golf Com-| 
mittee deserves a large amount of| 
jeredit for their efforts in building} 
such a good course within a compara- 
tively short time. 


Let's make next Thursday a 


Red Letter Day. 
Everybody Out. 





I’m on my way to 











*‘NO - FORE” 


Practice Golf Balls 


To Get a Line on Your Ball at the 
Beginning of a Game 
For Practice Indoors, Outdoors, 
Anywhere 
For Training Your Eye 
For Perfecting Strokes and Stance 
Invaluable to Amateur, *Profes- 
sional and Champion Golfers 
DURABLE and SAFE 
Will withstand hard wear. Posi- 
tively will not snap back and 
strike the player. 
Price $1.25 








The Country Club 


To try Out Some New 
Clubs I Just Got At 


THE BIG WAREHOUSE 





Club Edition Of the Hardware News 


‘A red-headed boy applied for a | 
job in a butcher shop. “How much 
will you give me?” 

“Three dollars a week; but what | 
can you do to make yourself useful | 
around a butcher shop?” 

“Anything.” 

* “Well, be specific. Can you dress | 
a chicken?” 

“Not on three dollars a week”, 
said the boy. 

Even though money does not go 
as far as it did years ago, it pays 
well to use care in spending it. You 
can make your money go farther 
“en you buy merchandise at this 
store. We do not sell “cheap” goods 
because inferior quality is the most 
costly. By putting money into ar- 
ticles that last, you are really mak- 
ing your money go farther because 
vou won’t have to buy again for a 
long time. This is an economical | 
pace to buy hardware, housewares, 
sporting goods, Auto supplies and 
other needs. 




















FRICTION TAPE 


Every Golfer should have a roll 
of Friction Tape 
5o-100-200-400 per roll 











2—This ad made a perfect tie-up with the opening of a new golf course 
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Wii. ELIZ 1. ELIZABETHTOWN, PA., 


Boggs Weekly sale 


Smooths the way to buying right hardware @ right. 


FRIDAY, MAY 2 22. No. 2 





TRANSFORM YOUR HOME 
tu 


brightness. 
d woodwork of your rooms 
Mirrelac Stains and 
Enamels. Resto your furni 
ture to its original beauty with 
the same materials. 


vices of a skilled mechanic, as 
you can get the same results by 
doing the work yourself. You 
can stain, grain, varnish and 
enamel with the assurance of 
@ perfect job 

Devoe ’Mirrolac is easily ap- 


you 
Mirrolac fnehes work, and how 
little they cos' 


_— 


young kindergarten 
teachers, intelligent and attrac 


natured, fathenty- looking. Trish- 
man al inally 
one kindergartner inqu of 
the othe: 

“How many children have 
you? 

“Twenty-two,” she replied 
“And how many have you?” 

“Oh, I have only nineteen,” 
— the first. 

this point the Irishma: 

now wide awake with astoni sh- 
ment, leaned forward in his 
seat and, without any aman 
inquired in a loud voice 

“What part x # Ireland did 
youse come fro 


GOING FISHING? 
What fond remembrances and 
anticipations, are wound around 
rds? Tha eac 


fishing is at your servic 

Let us equip. you pro sper! ly for 
the kind of fishing you wish 
do. 


DO YOU REMEMBER— 
WAY BACK 


Henry Sheetz's cooper 


When whiskey was 
publie s. 
When F.. A. Wade 


re if the ‘ountry 

for prohibitio id 
a fe + io em Boggs’ hard 
ware store. “The last time I 
got ‘ful, I swallowed my false 
teeth and I decided it was time 
for me to quit anyway 


HOR AND. CULT:VATOR — Se 
ffect on Universal 


vi 
This west, a vege Stainless Stee! 
Wha’ 


versal Stainless Steel Kn ife 
Price, 25<. 
and ene the moisture in — 
Oe soil Old Father Hubvard 
— Hoes, $1.00 and i 
n aor _=—— and Pull Ezy 
Cultivators, 0c. to $1.25. 
Whee! Cultivators, $1.25. 
Good morning, are you using 


y 
So he got him 7 aaa 
Conkey'’s Buttermilk Starting At the sink. 
Feed? 














3—Here’s a store paper that mizes busi- 
ness and humor and gains business 
thereby 


on a special issue of their store .paper 
which was planned to be devoted en- 
tirely to golf. The issue was laid out, 
printed and distributed to the members 
of the golf club on the opening day. 

Already, the issue has produced good 
results, so we are informed by A. W. 
Mason, manager of the Stewart firm 
and we are free to say that the results 
of this issue will continue to be felt 
for some time to come for such enter- 
prise is worthy of a reward and that 
is the feeling it was bound to create 
in the minds of the Country Club 
members. 

As will be noticed from the reproduc- 
tion of the first page of the store paper, 
the issue is strictly golf talk and is 
bound to hold the attention of the 
golfer. On the inside pages, an inter- 
esting golf story was run and of course, 
the firm made the most of the ideal 
opportunity to tell the story of its sport 
goods department and its relation to 
golf. 

We think this effort of the Stewart 
people deserving of the highest praise 
and their initiative should inspire other 
dealers to keep a keen eye for such 
opportunities. 


A Weekly Message of Cheer 


No. 3 (2 cols. x 9 in.). 

Boggs’ Weekly Sandpaper is a sure 
cure for the blues. It combines care- 
fully selected bits of humor, verse and 
anecdote with a dash of local interest 
items and therefore is most inviting 
to the reader who maybe has just 
finished a scandal or a murder mystery. 
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The editor of Boggs’ Weekly Sand- 
paper certainly dilutes his business mes- 
sage, but who shall say he is wrong? 
If, in reading this snappy newspaper 
store paper, the reader absorbs the 
four or five store references, The Sand- 
paper has been successful. And it is 
clear that few readers will pass over 
the ad because of its general interest. 

The Sandpaper is published at Eliza- 
bethtown, Penn. 


Jerome K. Jerome Reincarnated 


No. 4 (3 cols. x 10 in.). 

Let us introduce you to Jerome K. 
Jerome in disguise. You know he was 
the man who wrote the famous “Idle 
Talks.” Our new Jerome is Earl Nes- 
bit and you see here one of a series of 
odd ads he wrote for Curfman & Son, 
Tarkio, Mo. 

A. A. Curfman, Jr. of the firm wants 
to know what we think of Mr. Nesbit’s 


Tdle Calks of an Tdle Fellow 


Idling down Main Street just past the 
Linwood Theatre, I ran onto some remarkable 
new to me, 
Floored in solid oak of beautiful 
graining, paneled backgrounds in grey. 
enticing, 
they made one pause for a second look. A 
glorious array of Hoes, Rakes, Spades, 
Trowels and Seeders 
The other stacked with Bage Ball 
Work and Sport. 


store windows - 
eye. 


more, suggestive, 


Shovels, 
in one. 
Goods. Get that. 
and Manhood. 


Garden Plows, 


the young, and for the 


must be a real store.” 





be? I read in letters, 


“Ah!” thought I,“Spring ia here. 
people are sufficiently wide awake to know 
it. There are two kinds of Spring - for 
mature. 
our friends have recognized each. 
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effort. This ad is the first or “teaser” 
of the series and it is well handled. 
The style of display is most unusual 
and we think this a valuable feature. 
The various instalments of the series 
dovetail and make interesting reading 
and as a “stunt” we think it fine but 
we would not carry it along. Ideas of 
this sort are desirable to liven up your 
publicity but grow “stale” if they are 
continued too long. Mr. Curfman in- 
forms us that the advertising caused 
considerable comment. 


Comment on Recent Publicity 


A very fine full-page newspaper ad 
comes to hand from W. J. Pettee & Co., 
Oklahoma City, Okla. The event an- 
nounced was the annual May Thrift 
Sale and bargains galore were scat- 
tered through the page. Good cuts and 
neat typography make the ad a delight 
to read. 


a delight to the 





But 
informative, 


Youth 


These 


Likewise 
This 


My glance traveled 
upward in mild curiosity - Who might they 
bold and white, 


carved into a field of .solid jet black 





10-00-0 o--o-0. 


CURFMAN & SON 


HARDWARE 





Almost persuaded to enter, 
City display in emall 


ated. 


I hesit- 
town - prices 


protably out of sight~- purchases meant work 
or play - better loaf a while longer. I 


sauntered on. 


But since then I've been thinking. 


Yes, 
prices. 
home. 


honestly. 


a chance? 
Spring Garden? 

I am. 
that store. 
over. 
will 


Avalanche. 





I am interested in their 

A big stock and right here at 
They might not be so high and qual- 
ity was evidently there. 


Why not give them 


Why not be prepared for early 
Why not play a bit? 
Within the week, 
Give every thing the once 
And if you want to know resulte, 
teil you about the visit. 


I’ll enter 


Where? 


This same spot in the ‘next issue of the 


4—Earl Nesbit has contributed something unusual with his “Idle Talks” series of ade 








~] 
~~ 


HARDWARE AGE 


June 15, 1922 








ines | 





MARKET REPORTS 


on TRADE CONDITIONS 
IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEK’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 














Office of HARDWARE AGE, 
239 West 39th Street, 
New York, June 12. 

EMARKABLY active business is 

the oustanding condition of the 

local hardware trade. Wholesale 
firms report better sales, in practically 
every line, than they enjoyed a year 
ago. It is worthy of comment that 
most of the better grade articles are in 
more active demand than the cheaper 
priced merchandise. 

The seasonable weather that has 
been enjoyed during the past few weeks 
has been particularly helpful to the 
retailer. Retail sales during May, ac- 
cording to reports from all parts of the 
metropolitan district, were larger than 
they have been in months. As a re- 
sult the confidence of the dealers has 
become more manifest with the corre- 
sponding result that collections have 
greatly improved everywhere in this 
section. 

Seasonable items of all kinds are 
very active. Some jobbers state that 
the metropolitan district has perhaps 
never enjoyed as active a season as has 
been experienced this spring. Wire 
products and steel goods are reported 
to be the most active items at the 
present time. Many advertised brands 
of screen cloth are said to be unobtain- 
able because of the demand. Copper 
and bronze cloth are both remarkably 
active. Black wire cloth has not been 
in demand this season to any marked 
extent, which jobbers say indicates as 
forcibly as anything else the fact that 
the more expensive merchandise is in 
demand. 

The same condition holds true for 
steel goods. Although the season is 
fast waning, retail buying is still ac- 
tive, and neither retailers nor jobbers 
have experienced any difficulty in sell- 
ing goods. The better grades are most 
in demand. 

Machine screw protlucts are particu- 
larly active at the present time. There 
is a scarcity of both iron and brass 
machine screws and nuts because, it is 
said, the demand on the part of manu- 
facturers of radio equipment far ex- 
ceeds the supply. 

Unlike last year, jobbers are very 
optimistic about summer business. It 
is expected, many say, that more peo- 
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ple will remain at home this year which 
will increase the local demand. Deal- 
ers’ stocks are for the most part low, 
jobbers claim, and must be replenished 


as rapidly as the requirements demand. 


Criticism is heard in some places 
against jobbers who do not keep their 
stocks up to meet the “pick-up” re- 
quirements and the increasing general 
demand of the local trade. 


No price changes of any moment 
were reported by local jobbers during 
the past week. Most of the jobbers in- 
terviewed confirmed the belief that 
has been expressed before by market 
observers, that price changes in the 
near future will consist principally of 
minor readjustments rather than any 
accentuated declines or advances. 


Axes.—Jobbers report several in- 
quiries for future shipment. The cur- 
rent demand is not particularly strong. 
Prevailing quotations for fall ship- 
ments are as follows: 


Jobbers’ quotations, f.o.b. New rage 


Ordinary grade handled a. 3 to 
$14.75 per doz. net; 3% 4% Ib., 


+ 

$15. Og 
per doz. net; 4 to 5 Ib., S15 75 per doz. net; 
4% to 5% Ib., $16.25 per doz. net; 5% Ib. 


solid, $16.75 per doz. net. 

Flint edge axes, 4 to 4% Ib., $46.50 per doz. 
net; 3% to 4% Ib., $17 per doz. net; 4 to 5 
Ib., $17.50 per doz. net. 

Connecticut pattern axes, 3 to 3% Ib., 
$16.50 per doz. net; 3% to 4 Ib., $17 per 
doz. net; 4 to 5 lb., $17.50 per doz. net. 

Bolts and Nuts.—This market is very 
strong. Prices are firm and stocks fair. 

Jobbers’ quotations, f.o.b. New York: 

Square nuts, No. 50, per Ib., % in., 19c.; 
5/16 in., 18c.; % in., 16c.; 7/16 in., 15c.; 
¥% in., 13c.; % in., 12c. and % in., 11c. 

Common carriage bolts, % by 4@ and 
smaller, 50, 10, 5 per cent; longer and 
thicker, 50, 10, 5 per cent. 

Machine bolts, % by 4 and smaller, 60, 10 
and 5 per cent; larger and thicker, 60, 10 
and 5 per cent. 

Semi- finished hexagon nuts, 9/16 and 
smaller, 80 to 80-10 per cent; larger and 
thicker, 75 per cent. 

Tinners’ rivets, 60 per cent. 

Hexagon machine screws nuts, 
list, 50 — 10 per cent; brass, 
75. 10 and 5 per cent, new list. 

Lock washers, 50 per cent. 

Toggle bolts, steel, bright finish, 
cent, 

Iron rivets, 60 per cent; 
rivets, 40 per cent. 

Stove bolts, 8°, 10 per cent. 

Lag screws, 60, 5, 5 per cent. 


Builders’ Hardware.—Suburban 
building activity has increased the de- 
mand for builders’ hardware through- 
out this section. According to jobbers, 
manufacturers report active and steady 
production in spite of which, it is said, 
they are behind on orders. Jobbers’ 


iron, new 
4/32-14/20, 
60 per 


solid cooper 


stocks for the most part are said to be 
complete, and few complaints have 
been heard of dealers’ inability to get 
goods. No price changes, it is said, 


are anticipated while the present build- 
ing activity continues. 


Curtain Poles.—Fair 
vails for these articles. 
dealers report good sales. 

Jobbers’ quotations, f.0.b. New York: 

Cprtain poles, 1 in. mahogany and oak, 
$3.50 per 100 ft. net; 1% in., mahogany and 
oak, $5 per 100 ft. net. Curtain pole sets, 
consisting of % by 4 ft. pole, 1 pair of ends, 
1 pair of brackets and 10 rings, mahogany 
finish, $3.85 per doz. sets. 

Dowels.—Consistent interest prevails 
for these articles. Prices are firm, 
stocks adequate. 

Jobbers’. quotations, f.o.b. New York: 

Dowels, 3/16 in., 90c. per 100 net; % in., 
95c. per 100 net; 5/16 in., $1 per 100 net; 
3/18 in., $1.15 per 100 net; % in., $1.45 per 
100 net; % in., $2.80 per 100 net; 1 in., $5 
per 100 net, 


Dry Cell Batteries—A very good 
demand is reported for batteries of all 
kinds. Stocks are said to be in good 
condition and prices are very firm. 

Jobbers’ quotations, f.o.b. New York: 

The average wholesale quotation on dry 
cell batteries in the local market is 28c. 
each, 

Files.—A good demand is reported for 
these articles. Prices are firm and 
stocks are reported to be in good con- 
dition. 

Jobbers’ quotations, f.o.b. New York: 

The average discount being quoted in 
the local market on standard brands of 
files is 60 per cent off list. For second 
quality files the average quotation is 75 
and 5 per cent off list. 

Galvanized Pails—This market is 
strong; stocks are in good condition 
and prices are firm. 

Jobbers’ quotations, f.o.b. New York: 


Light galvanized pails, 8-qt., $2.15 per 
doz.; 10-qt., $2.30 per doz.; 12-qt., $2.50 per 
— 14-qt., $2.85 per doz.; 16-qt., $3.15 per 

Oz. 


Heavy galvanized pails, 
doz.; 14-qt., $3.65 per doz.; 
doz. 

Garden Hose.—The recent dry spell 
materially increased sales of garden 
hose, especially the better grades. 
Prices are firm. Jobbers report stocks 
are in fair condition. 

Jobbers’ quotations, f.o.b. New York: 


Rubber garden hose, % in., standard 
brands, is being quoted from lic. to lic 
per ft. 

Hose nozzles, $6.25 per doz. 


interest pre- 


Suburban 


12-qt., 
16-qt., 


$3.35 per 
$4.25 per 
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Hose Clamps and Couplings.—Inter- 
est is strong, stocks ample and prices 
firm. 


Jobbers’ quotations, f.0.b. New York: 


Brass hose clamps, for %%-in. hose, 42c. 
per doz. Steel hose clamps, for %-in. hose, 
37c. per doz. Clinching hose couplings for 
%-in. hose, $2.65 per doz. Wrought brass 
hose couplings for %-in. hose, $1.45 per 
doz. For %-in. hose, $1.45 per doz. For 
™%-inm. hose, $1.45 per doz. 

Hose Reels.—These items are in good 


demand at firm prices. 


Jobbers’ quotations, f.o.b. New York: 


Hose reels, all metal with channel steel 
frame, cast iron wheels, 9-in. corrugated 
steel drum, steel arms, enameled green and 
black, capacity 100 ft. %-in. hose, $25.25 
per doz. net. Same with steel rope, elec- 
trically welded together, japanned, galven- 
ized steel drum, diameter of wheel 21% 
in., length of handle 28 in., capacity 100 ft. 
of garden hose, $30 per doz. net. Same, 
all metal tubular frame, corrugated, gal- 
vanized steel drum, tubular steel wheels, 
enameled green, height of reel 21 in., capac- 
ity 100 ft., $42 per doz. net. Same with 
height of reel 24 in., 100 ft. capacity, $48 
per doz. net. 


Garden Barrows.—Although interest 
at present is not as active as it was, 


there is still a fair amount of pick-up 


activity and jobbers anticipate an it. 
creasing demand towards fall. 

Jobbers’ quotations, f.0.b. New York: 

Jarden barrows, medium size, folding 
steel frame, steel wheel, hardwood sides 
and handle, $68 per doz. net. yarden 
barrows, length of handle, 4 ft. 4 in., 
diameter of wheel, 16 in., face of wheel 1 
in., hub 12 in. long, size of body 8 in. high, 
23 in. long, 17 in. wide at handle end, 12% 
in. at wheel end; weight 27 Ib., $4.70 
each. Garden barrow, 5 ft. handles, diam- 
eter of wheel 18 in., face of wheel, 1% in., 
hub 12 in. long; size of body 10 in. high, 

i long, 19% in. wide at handle end, 
§ in. at wheel end, welght 42 Ib. 
$5.40 each. Garden barrow, 5 ft. han- 
dle, diameter wheel 20 in., face 1% in., 
hub 15 in. long, size of body 10 in. high, 
28 in. long, 21% in. wide at handle end, 
19 in. wide at rear end, 50 1 $6 each. 
Same, with 5 ft. 3 in. handles, diameter 
wheel 20 in., base of wheel 1% in., hub 18 
in. long, body 10% in. high, 29% in. long, 
25 in. wide at handle end, 21% in. at wheel 
end, weight 60 Ib., $6.65 each. Same, with 
size of body 14 in. high, 29 in. long, 24% 
in. wide at handle end, 21% in. at wheel 
end, weight 65 Ib., said to hold 6 cu. ft., 
$7.35 each. 

Ice Cream Freezers.—Activity fea- 
tures this line. Prices are firm and 
stocks are said to be in fairly good con- 
dition. 

Jobbers’ quotations, f.o.b. New York: 

Triple motion freezers, 1-qt., $2.43 net: 
2-qt., $2.83 net; 3-qt., $3.37 net; 4-qt., $4.13 
net; 6-qt., $5.23 net. 

Vacuum freezers, 1-qt., $2.67 to $3.33 net; 
2-qt., $4 net: 4-qt., $6.67 net 

Lanterns.—There is a mild, consis- 
tent interest at present. Some jobbers 
report inquiries for fall shipments. 
Stocks are ample and prevailing prices 
are expected to hold until the end of 
the year. 

Jobbers’ quotations, f.c.b. New York: 

Hy-Lo tin lanterns, $7.50 to $8 per doz. 
Victor tin lanterns, $8.25 per doz. Monarch 
tin lanterns, $8.25 per doz. Little Star 
tin lanterns, $8 per doz. O. K. tin lanterns, 
$9.25 per doz. Royal tin lanterns, $9.75 
per doz. Junior tin lanterns, $8.60 per doz 
Junior brass lanterns, $15 75 per doz. No, 2 
Blizzard tin lanterns, $123 per doz. Same 
with brass fount and top, $19 per doz. 
Large fount Blizzard lanterns, $14.25. 
Little Wizard, tin lanterns, $9.85. NDe-Lite 
tin lanterns, $13. Junior wagon lantern, 
with bull’s eye lens. $17.25. Roadster wagon 
lanterns, $1825. Eureka driving lantern, 
with plain lens, $17.50. Watchmen’s mill 
lanterns, enamel finish. $22 per doz. 
Blizzard mill lantern, enamel finish, $31 
per doz. 


Linseed Oil.—A price reduction of 
approximately 2 cents was made by 
some of the leading interests during 
the past week. The present demand is 
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characterized as “steady.” Inquiries 
for futures are reported better. 
Prices to dealers f.o.b. New York: 
Linseed oil in lots of less than 5 bbl., 89c. 
per gal. In lots of 5 bbl. or more, 86c. per 
gal. Calcutta linseed oil in bbl., $1 per gal. 
Boiled oil is 2c. extra, doubled boiled oil is 


3c. extra, and oil in half barrels is 5c. per 
gal. addition. 


Lawn Mowers.—This line is very 
active. In some parts of the city job- 
bers’ stocks are virtually exhausted. 
The better grade mowers seem to be 


principally in demand. Prices are very 
firm. 

Jobbers quotations, f.o.b. New York: 

Lawn mowers, 3 blades, adjustable bear- 
ings, 8-in. side wheel, finished in pea green, 
gzold striped, 10-im., $5 each net; 12-in., $5 
each net; 14-in., $5.30 each net; 16-in., $5.60 
each net; 18-in., $5.95 each net. Ball bear- 
ing lawn mowers, 3 blade, adjustable bear- 
ings, 18-in. drive wheel, finished in gold, 
aluminum and blue, 12-in., $6.35 each net; 
14-in., $6.70 each net; 16-in., $7.05 each net ; 
10%-in. raised open drive wheel, 4 tem- 
pered steel blades, reel 6-in. diameter, fin- 
ished in aluminum, gold and green, red and 
gold striped, $9.25 each net. Same, 16-in., 
$9.75 each net; same, 18-in., $10.25 each 
net; 20-in., $10.85 each net 

Grass catchers, wire frame, adjustable 
heavy iron bottom, white duck, for mowers 
{2 fo 6-fn., $16.58 per daz. net. Same lor 
mowers 16 to 20-in., $13.13 per doz. net. 

Lawn Rollers.—Interest is_ strong, 
prices firm and stocks in fair condi- 
tion, according to local jobbers. 


Jobbers quotations, f.o.b. New York: 

Water weight lawn rollers, 46 Ib., $18.50 
list; 76 Ib., $22.25 list; 95 Ib., $25.75 list. 
The present discount quoted by local jobbers 
is 30 per cent off list. 

Nails.—Local wholesale stocks are 
reported to be in good condition. The 
demand is fairly active. Prices vary 
according to quantities purchased. 

Jobbers quotations, f.o.b. New York: 

Wire nails, $3.35 base per keg. Cut nails, 
$3.90 base per keg. Coated nails, $3 to 
$3.15 base per keg. Wire nails and brads, 
in small lots, 75 to 10 per cent off list. 

Roofing nails, per 100 1b., $7.25 for gal- 
vanized and $5.25 plain. This applies to 
1 x 12. 

Naval Stores.—A price reduction of 
lc. per gal. on turpentine was made by 
some of the leading interests during 
the past week. Buying is reported to 
be somewhat conservative at present. 
Stocks are not overplentiful. 

Prices to dealers f.o.b. New York: 

Turpentine in bbl. is being quoted from 
97c. to 99c. per gal. 

Rope and Twine.—Buying interest is 
said to be improving slowly. Prices 
are unchanged. Stocks are said to be 
in good condition. 

Jobbers quotations, f.o.b. New York: 

Manila rope, No. 1 grade, 18c. to 19%c. 
per lb. Hardware grade, l6c. per Ib. Sisal, 
No. 1 grade, 15c. per lb.; sisal, No. 2 grade, 
13c. per lb. Bolt rope, 20c. to 22c. per Ib. 

Lath yarn, 13c. to 15c. per lb. Jute wrap- 
ping twine, 20%c. to 25%c. per Ib. India 
hemp twine, No. 6, 16c. to 18c. per Ib. 

Roofing Paper.—Building activity 
has increased the demand for this 
article in all parts of the city. Retail 
sales are reported to be very active. 
Prices are firm, stocks good. 

Jobbers quotations, f.o.b. New York: 

Roofing paper, 35-Ib. roll, 79c. per roll: 
45-Ib. roll, $1.30 per roll; 58-lb. roll, $1.70 
per roll. 

Hard felt, 60-lb. standard roll, $1.40 per 
roll: red sheathing paper, 36 in. wide, 500 
sq. ft. in a roll: 25-Ib. roll, 50c. per roll, 
and 30-lb. roll, 75c. per roll. 

Sash Cord.—This market according 
to local jobbers is “not normal.” The 
price tendency is upward. Buying is 
active. Stocks are reported to be in 
good condition. Some manufacturers 
are reported to have advanced prices 


75 


during the past week, on the better 
grades 2c. per Ib. and on the cheaper 
grades lic. per Ib. 

Jobbers quotations, f.0.b, New York: 

Prices on sash cord vary according to 
quality and brands. The average quota- 
tion in the local market for the highest 
grade is from 35c. to 37¢c. base per Ib. 

Sandpaper and Emery Cloth.—A 
good consistent demand is reported for 
this line. Prices are firm, stocks ample. 

Jobbers’ quotations, f.o.b. New York: 

Sandpaper, quotations range from 20, 10 
and 5 per cent to 25 per cent off new list. 
Ismery cloth 10 and 5 per cent off to 5 per 
cent off list. 

Screws.—Steady interest prevails, 
prices are stiff, stocks with some ex- 
ceptions, are reported to be in good 
condition. 


Jobbers’ quotations, f.0.b. New York: 


Wood screws, iron bright, flat head, 
82% per cent; iron bright, round and oval 
head, 80 per cent; iron blued, flat head (add 
5 per cent to net amount of invoice), 82% 
per cent; iron blued, round head, 80 per 
cent; brass flat head, 77% per cent: brass 


round and oval head, 75 per cent. Extra 
discount quoted by local jobbers is 20 per 
cent 

Machine screws, 60-10 per cent 

Cap screws, 75 and 1) per cent, 

Set screws, 80 per cent. 

Sereen Cloth.—This line is still one 
of the leaders in the local market. 
Some of the better known brands of 
high quality wire are difficult to obtain. 
Black wire is plentiful, but not particu- 
larly in demand at present. 

Jobbers’ quotations, f.o.b. New York: 

Black screen cloth, 12 mesh, $2.15 per 100 
sq. ft. net 

Screen cloth of white satin finish and 
double zine coated after weaving, 12 mesh, 
$2.65 per 100 sq. ft. Same, 13 mesh, $4.40 
per .100 sq. ft. 

Bright galvanized screen cloth, with cop- 
per selvage, 12 mesh, $4.25 per 100 sq. ft.: 
14 mesh, $4.50; 13 mesh, extra heavy, $5.75 

Sprinklers.—Buying increased dur- 
ing the past week for these articles. 
Prices are steady, stocks adequate. 

Jobbers’ quotations, f.o.b. New York: 

Galvanized sprinklers, 4-qt., $6.35; 6-qft., 
$7.35; &-qt., $8.15; 10-qt., $9.35: 12-qt., 
$19.65; 16-qt., $13 45: all per dez. net 

Stove Pipe.—Some jobbers report in- 
quiries from suburban dealers, and are 
quoting the following prices. 

Jobbers’ quotations, f.o.b. New York: 

Black iron stove pipe, No. 28 gage, 12 
lengths in a bundle, 4 in., $1.60 per doz 
lengths net; 4% in., $1.75 per doz. lengths 
net; 5 in., $1.95 per doz. lengths net: 5% 
in., $2.25 per doz. lengths net; 6 in., $2.50 
per doz. lengths net. | 

Wire Goods.—Poultry netting is still 
very active, but jobbers’ stocks it is 
said are not by any means exhausted. 
Manufacturers are reported to be back 
to normal production. Prices are very 
firm. 

Jobbers’ quotations, f.o.b. New York: 

Poultry netting, galvanized after weav- 
ing, factory shipment, 59, 5 per cent; from 
New York stock, 45 to 50 per cent. Poultry 
netting, galvanized before weaving, factory 
shinment, 50-10-5 per cent. 

Square mesh wire cloth, 2 x 2. New York 
stock, $4.75 to $5 per 100 sq. ft 


Window Glass.—According to some 
jobbers it is very difficult to obtain 
plate glass because of the extraordi- 
nary demand for it by automobile 
manufacturers. Ordinary window glass 
is fairly active. The cheaper qualities 
seem to be the most favored. Local 
stocks are ample to meet all current 
demands. 

Prices to dealers f.o.b. New York: 


A single. 84 per cent: B single, 86 per 
cent: A double, 85 per cent PR double, 88 
per cent List on March 1. 1913 
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Office of HARDWARE AGE, 
1505 Otis Building, 

Chicago, Ill., June 10. 
HERE were no new developments 
in this market last week in- 
fluencing price levels to any 
great degree. There was, however, the 
general continuance of the upward 
trend which closed the books with good 
gains over the previous week. For the 
first time this year the money value of 
sales is beginning to run ahead of the 
same period last year. Considering 
that prices have been reduced all the 
way from 10 to 50 per cent this means 
that the amount of merchandise which 
has been shipped this year is consider- 
ably in excess of last year while the 
money value of the total business has 
been about the same for any one period 
that it was twelve months ago, until 
the last two or three weeks, when the 

value began to show increases. 

When one appreciates that distribu- 
tors have been maintaining as small 
working forces as possible it now 
makes it necessary to add more help 
to carry on the business. This is a 
very good sign and always tends to 
show that buying has increased to a 
considerable degree. Some merchants, 
in other lines than hardware, have be- 
gun to feel the effects of the usual 
“summer slump” but so far, the hard- 
ware market has felt no letting up of 
buying. This, of course, can be at- 
tributed to many things. The demand 
for builders’ hardware which has been 
very small before this season’s activi- 
ties, still continues in a big way. 
While the Chicago building permits 
issued for the month of May show an 
increase over the previous month, it 
is felt that so much work was planned 
and put into production that the falling 
off of large new projects was due to 
the activities already commenced. It 
must also be remembered that the local 
labor disturbances may have had some 
effect in curtailing new schedules. 
There is so much to be done in these 
lines and so many projects started, to 
say nothing of the small home building 
under way and contemplated, that a 
dull period is these lines is not looked 
for this summer. 

The steel market still controls the 
prices of a large percentage of hard- 
ware lines and due to the unusual de- 
mands on the mills, the coal strike and 
slowness of production, it is not be- 
lieved that any dull period will be ex- 
perienced in any of the hardware items 
which are fabricated from steel and 
iron. The demand for these lines has 
been very heavy, and considering the 
large structural and railroad orders 
which have been placed with the mills, 
the smaller items have not been ob- 
tained in as large quantities as the 
trade desired. 

It was hoped that as long as the 
recent freight reduction could not be 
passed on in lower prices of commodi- 
ties that it would at least check the ad- 
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vances in certain steel lines, which 
seemed imminent, but from all indica- 
tions, the hardware items will have to 
follow the mill advances, which are 
being put into effect. The mills are 
making four weeks to ninety day de- 
livery and have not accepted any con- 
tracts for the third quarter, so future 
developments in the coal and iron situ- 
ation will have much to do with in- 
creases in hardware for that period. 
It is not believed that any radical 
changes will be made during the re- 
maining weeks of the second quarter 
or until the mills begin accepting con- 
tracts and make known the prices at 
which they will take business. 

The conference at Washington with 
Secretary Davis may open a way for 
the settlement of the coal strike and 
an early settlement would certainly do 
much toward stabilizing conditions. 
Just at present there is some uncer- 
tainty as to the outcome of the rail 
workers wage cut and another strike 
would do much to upset the present up- 
ward trend of business. 

These are busy times in the majority 
of the hardware stores of this section 
and the merchants are glad to have 
their time filled up. This activity on 
their part is making itself felt in the 
number and size of the orders being 
received in this center. From all in- 
dications there will be a continual in- 
crease in business which will enable the 
distributors to show increases in the 
money value of sales and will help 
cover over some of the dull periods. 

Agricultural Tool Handles.—Sale on 
these items is seasonable and con- 
sidered very good. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 4% X plain, $2.55 doz.; X bent, 
$2.90 doz.; XX bent, $4.20 doz.; 4% XX 
bent hayfork handles with strap and fer- 
rule, $5.90 doz.; 4% XX bent manure fork 
handles with strap and ferrule, $5.95 doz. 


Automobile Accessories.—Sales are 
improving with the advent of more 
favorable touring weather. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 46 Reliable jacks, $2.65 each; 
lots of 10, $2.25 each; twin-cylinder foot 
pumps, $1.35 each; doz. lots, $15; Simplex 
jacks, No. 36, $1.75 each; doz. lots each, 
$1.60; Weed chains, single lots, 25 per cent 
discount; doz. lots, 33% per cent discount; 
gray inner tubes, 30 x 3%, $1.35 each; red 
inner tubes, 30 x 3%, $1.90 each; Bethle- 
hem spark plugs, 36c each; Bethlehem 
spark plug, mica type, 60c each; Bethlehem 
spark plug. standard porcelain type, 58c.; 
Splitdorf plugs, 58c each; lots of 100, 56c 
each; Splitdorf plugs, special for Fords, 
50c each; lots of 100, 48c each; Champion 
X plugs, 45c each; lots of 100, 43c each; 
Champion 0 plugs, 53c each; lots of 100, 
50ec each; Hercules Giant, 60c each; Her- 
cules Junior, 35c each. 


Axes.—Orders for fall delivery are 
coming in increasingly better volume. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality single bitted un- 
handled axes, 3 to 4 Ib., $10.50 doz. base; 
double bitted, $15.50 doz. base; good quality 
black unhandled axes, same weight, single 
bitted, $9.50 doz. base; single bitted handled 
axes, $11.25 to $18.50 per doz. according 
to quality and to grade of handle. 

Bicycles and Tires.—Sales show 
some slight improvement, but are still 
considered slow. Sale of sundries is 
good. 


Binder Twine.—Prices seem steady 
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and demand is considered fair. Some 
small manufacturers are pretty well 
sold out, but there is still plenty on 
the market. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Sisal and standard, 10c. per lb.; 
standard manila, llc. per lb.; 600 ft. manila, 
12c. per lb.; 650 ft. manila, 12%c. per lb.; 
pure manila, 13c. per Ib. 

Bolts and Nuts.—Ten per cent ad- 
vances have been reported, but no price 
changes are reported locally. The de- 
mand is good. 

We quote from jobbers’ stocks, 
Chicago: Large carriage bolts, 50-10 per 
cent off lists; small carriage bolts, 60-5 
per cent off list; large sized machine bolts, 
60-5 per cent off list; small sized machine 
bolts, 60-10-5 per cent off list; all stove 
bolts, 80 per cent off list; all lag screws, 
60-5 per cent off list. 

Builders’ Hardware.—The volume of 
business continues large and manufac- 
turers have withdrawn all special prices 
and general advance seems imminent. 

Chains.—Improvement has _ been 
noted in all seasonable chaifis, such as 
halter, tie-out, porch-swing, etc. Prices 
continue at same levels. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: %-in. proof coil chains, $8 per 100 
lb.; weldless coil chains, 50-10 per cent off 
list; No. 00, 4% electric welded cow ties, 
$2.65 per doz. 

Copper Rivets and _ Burrs.—Sales 
continue above records of recent years. 
Prices are higher in some markets, 
but no local advances as yet. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Copper rivets and burrs, 50 per 
cent discount. 

Clipping and Shearing Machines.— 
Sheep shearing machines are still in 
good demand and will continue for 
several weeks. Sales are considered 
normal. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Stewart No. 1 ball bearing clip- 
ping machine, inclosed type, list $12, top 
plate $1, bottom plate $1.50, trade discount 
25 per cent. Stewart No. 9 ball bearing 
shearing machine, list $18.50 trade discount 
25 per cent. Horse clipping attachment for 
shearing machine, list $7.50. Sheep shear- 
ing attachments for clipping machine, list 
$11.50 and $13, trade discount 25 per cent. 

Eaves Trough and Conductor Pipe.— 
There has been no change in this mar- 
ket, although higher prices are asked 
by some makers. Deliveries from fac- 
tories are slower, indicating a large 
demand. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 29 gage, 5-in. lap joint, eaves 
trough, $4.30 per 100 ft.; 29 gage, 3-in. cor- 
rugated conductor pipe, $4.50 r 100 ft.; 
3-in. corrugated conductor elbows, $1.36 
per doz. 


Files.—Sales are considered good and 
prices are firm. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: American files, 70 per cent off 
list; Nicholson files, 50-10-10 per cent off 


list; Disston files, 50-10-10 per cent off list; 
Black Diamond files, 50-10 per cent off list. 


Galvanized Ware.—Continued heavy 
orders of galvanized ware are testing 
jobbers’ stocks. Tubs and pails are 
moving fast. Manufacturers are de- 
manding the 10 per cent advance which 
eventually jobbers must ask when low 
priced stocks are exhausted. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Galvanized tubs, Standard No. 0, 
4.40 per doz.; No. 1, $5.35 per doz.; No. 2, 
6 per doz.; No. 3, $7 per doz.; medium 
to heavy galvanized tubs, No. 100 S. 
8.50 per doz.; No. 200 S, $9.50 per doz.; No. 
300 S, $10.50 per doz. Common galvanized 


f.o.b. 
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pails, 8 qt., $1.65 per doz.; 10 qt., $1.85 per 
doz.; 12 qt., $2 per doz.; 14 qt., $2.30 per 
doz.; common galvanized stock pails, 16 qt., 
$4 per doz. 18 qt., $4.75 per doz. 


Glass and Putty.—Sales have slowed 
up to some extent. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Single strength A and single 
strength B, up to 25-in. bracket, 86 per 
cent off. Single strength A and single 
strength B, over 25-in. bracket, 85 per cent 
off. uble strength A, all brackets, 85 per 
cent off. Double strength B, all brackets, 
87 per cent off. Putty in 100-lb. kits, $3.65; 
commercial putty, $3.60; glaziers’ points 
Nos. 1, 2 and 3, one doz. packages, 65c. 


Hatchets.—The demand for builders’ 
tools is much better than last season, 
though not up to pre-war levels, ex- 
cept on the cheaper grades. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Size 2, extra quality, broad 
hatchets, $16 per doz.; competitive grade, 
$12 doz.; warranted shingling hatchets, $12 
doz.; competitive forged shingling hatchets, 
$8 doz. 

Hammers.—This has been a big year 
for hammers, and a good demand con- 
tinues for all grades. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 11% first quality nail ham- 
mers, $12 per doz.; competitive forged nail 
hammers, $6 to $9 per doz.; cast steel ham- 
mers, $4 per doz. 


Hickory Handles.—Prices still un- 
changed, with unusually good demand. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. hickory axe handles, $3 
doz.; No. 2, $2 doz.; finest selection second 
growth white hickory, $6 doz.; special 
second growth white hickory, $4.50 doz.; 
No. 1 hatchet and hammer handles, 80c. 
doz.; second growth hickory hatchet and 
hammer handles, $1.20 doz. 


Hose.—Demand has greatly in- 
creased and factories are now seriously 
behind on orders. Some jobbers’ stocks 
are low and replenishments slow. Hose 
reels are also hard to obtain. . 


We quote from jobbers’ stocks, 
Chicago: %-in. molded reel hose, 
quality, 13%¢c.; %-in. 3-ply good quality 
duck hose, 13%4c.; %-in. 4-ply good quality 
ence hose, 16c.; ¥y “in. 5-ply multiple hose, 

Cc. 


f.o.b. 
good 


Ice Cream Freezers.—Sales are in- 
creasing at the start of the season. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: White Mountain, 1 qt., $2.45 each; 
2 qt., $2.85 each; 3 qt., $3.45 each; 4 aqt., 

t., $5.25 each; 8 qt., $6.75 

each; 12 qt., $10.80 each. 

1 qt., $1.90 each; 2 qt., 

$2.20 each; t., $2.72 each; 4 qt., $3.40 
each; 6 qt., $4.30 each; 8 qt., $5.55 each. 


Ice Skates.—Salesmen are sending in 
some good orders for future delivery 
at prices showing a decline of about 
15 per cent over last year. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Key clamp rocker, men’s and 
boys’, bright finish, $.70 per pair; key clamp 
hockey, $1.03 per pair; half key clamp 
hockey, women’s and girls’, $.96 per pair; 
half key clamp hockey, women’s and girls 
$1.26 per pair. 

Lace Leather.—Sales are very good. 
Hides are firm and likely to advance. 

Lawn Mowers and Grass Catchers.— 
The demand is keeping up well. Job- 
bers’ stocks are broken, but factories 
are making frequent shipment to their 
stocks, but have not been able to sup- 
ply the demand promptly. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: 12-in., $5.20 each net; 14-in., $5.50 
each net; 16-in., $5.85 each net; 18-in., 
$6.20 each net. Ball bearing lawn mowers, 
4 blades, adjustable bearings, 8-in. drive 
wheel, finished in gold, aluminum and blue, 
14-in., $7.50 each net; 16-in., $7.80 each 
net; 10%-in. raised open drive wheel, 4 
tempered steel blades, reel 6-in. diameter, 
finished in aluminum, gold and green, red 
and gold striped, $9.50 each net; same, 
16-in., $9.95 each net; same, 18-in., $10.45 
each net; 20-in., $11.15 each net. 
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Grass catchers, wire frame, adjustable 
heavy iron bottom, white duck, for mowers 
12 to 16-in., $10.53 per doz. net. Same for 
mowers, 16 to 20-in., $13.13 per doz. net. 

Nails.—Sales are very good. Mills 
are doing their best to keep stocks 
filled. 


We quote from jobbers’ 
Chicago: Common wire 
keg base. 

Oil Stoves.—Sales are reported to be 
increasing, and warm weather has 
created quite a demand. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 2-burner, less shelf, $19.85 each; 
3-burner, less shelf, $14.25 each; 4-burner 
less shelf, $18 each; 2-burner shelf, $3.50 
each; 3-burner shelf, $4.25 each; 4-burner 
shelf, $5 each. 

Paints and Oil.—Linseed oil has been 
reduced 2 cents per gal. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Raw linseed oil, 1 to 4 barrels, 
$1.01 per gal.; boiled linseed oil, 1 to 4 
barrels, $1.02 per gal.; raw linseed oil, 5 
barrels or more, 96c. per gal.; boiled linseed 
oil, 5 barrels or more, 98c. per gal., less 1 
per cent 10 days. Turpentine, $1.13 per 
gal. (in barrels); Denatured alcohol in bar- 
rels, 39¢. per gal.; strictly pure white lead, 

12%c. per lb.; 50 Ib. kegs, 

by b.; dry paste in barrels, 6c. per 
lb.; pure white shellac, 4 lb. goods in gal. 
cans, $4.75 per gal.; pure orange shellac, 
4 lb. goods in gallon cans, $4.25 per gal.; 
English venetian red, in barrels, $3.50 and 

6.75 per cwt. 

Radio Supplies.—Outlet for this mer- 
chandise is increasing daily, although 
some firms report sales as somewhat 
slower, due to summer season, but this 
will give the factories a chance to catch 
up on deliveries which they have bee: 
unable to do as yet. A dealer who 
does not sell this line is losing some 
easy profit. 


Refrigerators.—Sales are very good 
and stocks are broken. There are 
many disappointments over delay in 
receiving this line due to small future 
orders which were placed. 


Roller Skates.—The sales are keep- 
ing up, but not in large volume. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Boys’ ball bearing roller skates, 
$1.50 per pair; girls’ style, $1.60 per pair. 

Rope.—Hay rope season demand is 
starting early, with preference for the 
highest grade. Current orders are 
good and prices are unchanged. 

We quote from jobbers’ stocks, 
Chicago: Highest quality manila 
standard brands, 17%c. to 18'%c. 
No. 2 manila rope, l6c. to 16%c. per Ib. 
base; so-called hardware grade manila 
rope, 12%c. per Ib.; No. 1 sisal rope, high- 
est quality standard brands, 14%c. to 15%%c. 
per Ib. base; No. 2 sisal rope, standard 
brands, 13c. to 14c. per Ib. base. 

Sash Cord.—Manufacturers have ad- 
vanced another 2 cents per lb. No 
change has been made locally. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 7 sash cord, standard brands, 
$8.40 doz. hanks; No. 8 sash cord, standard 
brands, $9.75 doz. hanks. 


Sash Weights.—Prices are considered 
favorable and building activities are 
bringing in nice orders. 

We quote from jobbers’ stocks, 
Chicago: Sash weights per ton, $35. 

Screws.—No changes in local prices. 
Sales are better than a month ago. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Flat head bright screws, 85-12% 
per cent off list; round head blued, 85 per 
cent off list; flat head brass, 80-15 per cent 
off list; round head brass, 80-5 per cent off 
list; japanned, 80-5 per cent off list. 

Screen Doors.—Stocks are moving in 
large volume. The season is here and 
demand is brisk. Early and future 
orders were light and the present 


stocks, f.o.b. 
nails, $3.10 per 


f.o.b. 
rope, 
per Ib.; 


f.o.b. 


77 


weather has brought out a heavy de- 
mand. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Three panel %-in. 2-ft. 6-in. x 
6-ft. 6-in. plain doors, $18.40 per doz.; four 
panel, %-in. 2-ft. 6-in. x 6-ft. 6-in. plain 
doors, $20 per doz.; five panel, 1%-in. 2-ft. 
6-in. x 6-ft. 6-in. plain doors, $21.65 per 
doz.; four panel, 1\%-in. 2-ft. 6-in. x 6-ft. 
6-in. fancy doors, $29.70 per doz. 


Solder and Babbitt Metal.—Sales 
volume is good and market is higher, 
both lead and tin continuing to advance. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Warranted 50-50 solder, $23 per 
100 Ib.; medium 45-55 solder, $22 per 100 
Ib.; tinners 40-60 solder, $21 per 100 Ib.; 
high speed babbitt metal, $18 per 100 Ib.; 
ee No. 4 babbitt metal, $8.50 per 


Sporting Goods.—Fishing tackle is 
moving very rapidly. The demand for 
baseball paraphernalia continues to be 
very large and it is bound to be a 
record for this class of merchandise. 
There is also a very large increase in 
tennis goods and with the addition of 
community courses all over the country 
a number of people have taken up golf 
that heretofore did not think they could 
afford to play the game. 

Steel Sheets.—Mills are still busy 
and prices are strong. It is hoped, 
however, that the proposed freight rate 
decrease will prevent the necessity of 
as radical steel price advances as have 
been talked of. 


We quote from jobbers’ stocks, 


f.o.b. 
Chicago: 28 gage galvanized sheets, 


$5.30 


per 100 lb.; 28 gage black sheets, $4.30 per 
100 Ib. 


Stove Pipe and Elbows.—An unusu- 
ally large volume of future sales, and 
requests for early shipment, reflect the 
belief of the trade that present prices 
are very favorable, and may go higher 
rather than lower. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 6-in., 31 gage, $8.75; 30 gage, 
$9.60; 28 gage, $11.85; 26 gage, $14.30; 6-in. 
elbows, 30 gage, $1.15; 28 gage, $1.30; 26 
gage, $1.55 per doz. 

Washing Machines.—Sales are im- 
proved and retailers are finding a good 
market..+ Special effort made by some 
dealers has brought surprisingly large 
sales. 

Wheelbarrows.—The best  wheel- 
barrow year for a long time, due to 
better building and, very low prices. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Tubular handle, all steel barrows, 
$6.50 each; Angle leg contractors’ barrows, 
$5.50 each; Angle leg, garden barrows, $4.50 
one Competitive steel tray barrows, $4 
each. 


Wire Goods.— Wire cloth and poultry 
netting are moving in very large 
volume. Stocks are gradually getting 
into shape in plain wire, staples and 
barbed wire, although there are still 
shortages in the lines. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 8 black annealed wire, $2.85 
per 100 lb.; galvanized barb wire, $3.75 per 
100 Ib.; 12-mesh black painted wire cloth, 
$1.85 per 100 sq. ft.; poultry netting, 56 per 
cent off galvanized after weaving, 51 per 
cent off; catch weight spool galvanized 
cattle wire, $3.75 per 100 lb.; 80 rod spool 
galvanized hog wire, $3.27 per spool; No. 8 
galvanized plain wire, $3.35 per 100 Ib. 


Wrenches.—Sales continue normal 
and the volume is considered good. No 
price changes are in sight. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Agricultural wrenches, 60-10 per 
cent; engineers’ wrenches, per cent; 
knife handles, 60 per cent. 














Office of HARDWARE AGE, 
410 Unity Building, 
Boston, June 10. 


r™HERE is, perhaps, a slight easing 

down in the volume of business be- 
ing transacted by the shelf and heavy 
hardware jobbers of New England. It 
is hardly noticeable, however, except 
in some departments and is, according 
to the trade, but natural at this time 
of the year. The mill supply firms, 
on the other hand, are just as rushed 
as ever. Collectively, therefore, the 
wholesale hardware market is moving 
along in about the same satisfactory 
manner as noted heretofore. 

Retail hardware dealers apparently 
are doing an excellent business. The 
way in which they are paying their 
bills certainly suggests prosperity. 
Many are experiencing quite a trade 
in school graduation and wedding pres- 
ents, in addition to seasonable mer- 
chandise. The popularity of the auto- 
mobile also is playing no small part 
in retail daily sales through the medium 
of accessories. Another favorable sign 
is the optimism evident everywhere. 
Optimism naturally means confidence, 
and confidence means a person or firm 
is going after business strong. 

Industrial New England is gradually 
getting back on its feet. Other sec- 
tions of the country were quicker to 
feel the return of business. But indi- 
cations are that this territory is coming 
back into its own quite rapidly now. 
In that event the hardware trade has 
just grounds for confidence, for future 
sales of merchandise are reasonably as- 
sured. The building boom probably is 
at its height at the moment, and a con- 
siderable tonnage of merchandise is 
going into new homes, churches, schools. 
apartment houses and other new con- 
struction. 

One hears less talk in hardware cir- 
cles regarding the coming reduction in 
freight rates than one might suppose. 
The rank and file of the wholesale and 
retail trade takes it for granted, ap- 
parently, and is willing to let the situa- 
tion take car of itself when it arrives. 
The trade, in other words, is making 
sufficient money to feel a little inde- 
pendent of more national questions. 

Axes.—Whatever flurry existed in 
the market for axes appears to have 
died out. A majority of the Boston 
jobbing houses are still quoting on the 
same base as heretofore and say they 
see no reason for changing lists. Some 
of the firms heretofore offering axes at 
reduced prices have gone back to the 
old standard. 


We quote from Boston jobbers’ stocks: 
Single bit axes, first quality, without 
handles, $11.50 per dozen; double bit axes, 
without handles, $16.50 per dozen; single 


bit axes, with handles, $15 per dozen. 
Bolts and Nuts.—The bolt and nut 
situation is very strong. Locally, the 
demand is a little less lively than it 
was during the last of May. There 
is, however, a considerable tonnage 


moving and stocks here are far from 
burdensome. 


Mills are operating at 
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capacity and with full crews, in an ef- 
fort to keep up with incoming busi- 
ness. One hears considerable talk in 
Boston regarding a further advance in 
prices before the end of June, jobbers 
basing their views on what the mill 
owners say. The talk of higher prices 
appears more convincing on machine 
bolts than other kinds. 

We quote from Boston jobbers’ stocks: 
Machine bolts with H P nuts, % x 4-in., 
smaller and shorter cut threads, 50 and 10 
per cent discount; larger and longer, 50 
per cent discount; with C T D nuts, 50 per 
cent discount; tap bolts, 15 per cent dis- 
count; add 10 per cent discount for hexagon 
heads; common carriage bolts, 50 per cent 
discount; Eagle carriage bolts, 60 and 10 
per cent discount; stove bolts, 75 and 10 
per cent discount; bolt ends, 50 and 10 per 
cent discount; tire bolts, 50 and 10 per cent 
discount. 

Nuts, H P, all kinds, 2c. off list; C P C 
and T, all kinds 2%c. off list; semi-finished 
hexagon nuts, y-in. and smaller, 75 and 
10 per cent discount; larger, 70 per cent 
discount; finished case hardened nuts, 60 
and 10 per cent discount; machine screws, 
nuts, iron, list; machine screws, nuts, 
brass, 25 per cent discount. 


Clocks.—The movement of alarm 
clocks of all makes holds up remarkably 
well, but there is no great rush on 
the part of the retail trade to buy. In- 
dividual orders are usually small, but 
there are a lot of them coming to hand 
every day, consequently the aggregate 
weekly bookings is gratifying to the 
wholesale trade. A new style clock, 
recently put out by one of the leading 
manufacturers, that jobs out at $3.25 
in single lots, $3.15 in dozens and $3.06 
in two dozens, has proved a good seller 
the past week. 

We quote from Boston jobbers’ stocks: 


Western line.—American, small lots, 98c.; 
each, dozen lots, 95c., four dozen lots, $92c.; 


Sleepmeter, small, $1.30, dozen, $1.26, four 
dozen, $1.22; Jack-o-lantern, small, $1.95, 
dozen, $1.90, four dozen, $1.85; Bunkie, 


small, $1.79, dozen, $1.75, four dozen, $1.68; 
Bingo, small, $2.11, dozen, $2.05, four dozen, 


$1.99; Big Ben, small, $2.28, dozen, $2.21, 
two dozen lots, $2.14; Baby Ben, small, 
$2.28, dozen, $2.21, two dozen, $2.14: 


Monitor, $3.25 each, $3.15 in dozen lots and 
$3.06 in two dozen lots. 

Waterbury line. Royal, case slots, 75c. 
each, less than case lots, 80c. to 85c.; Call, 
small lots, $1.30, case lots, $1.23: Vigilent, 
small lots, $1.36, case lots, $1.29; Daybreak, 
small lots, $1.74, case lots, $1.65; Cyclone, 
small lots, $2.33, case lots, $2.21. 

Gilbert line.--Wood time clocks, dainty 
assortment, (six clocks) $11.70 for six. 

Croquet Sets.—Retail dealers, in 
quite a few instances report a good turn- 
over in croquet sets so far this season. 
It is generally conceded that retail 
holdings will clean up well this season. 
Occasional orders are being booked by 
jobbing houses from a retailer who 
has cleaned up, such business running 
a little heavier than it usually does 


at this time of the year. 





We quote from Boston jobbers’ stocks: 
Croquet Sets.—No. 0, 8 ball, $2 per set; 
No. B, 8 ball, $3; No. N, 8 ball, $4; No. 


AA, 4 ball, $4.50. 
Cutlery.—The local wholesale market 


is cleaned up on asparagus knives of 
all makes, there not being enough to 
fill orders this season. Otherwise local 
stocks are in fairly good shape, and 
prices are firm and unchanged. The 
demand for cutlery continues satis- 
factory, although two or three of 


the jobbing houses say it is not quite 
last 


up to week’s basis. Pocket 
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knives continue one of the leaders, 
but kitchen knives, table cutlery, 
scissors and shears play an important 
part in the average order sent in by 
salesmen out on the road. The change 
in retail sentiment regarding the cut- 
lery market is quite pronounced. Only 
a short time back everybody was hold- 
ing back, expecting lower prices. That 
feeling has gone, the average hardware 
dealer being inclined to anticipate 
higher quotations, which explains in 
a large measure the better buying of 
late. 

We quote from Boston jobbers’ stocks: 

Carvers.—Landers, Frary and Clark line, 
ivory beef, $3 to $6 per set; ivory breakfast 
or game, $3 to $6; ivory bird, $2.20 to $3.50. 
Universal stag beef, $2.35 to $5.35, others 
as high as $16 per set; stag breakfast or 
game, $2.75 to $8.50, stag bird, $1.70 to 
$3.25. Universal resistain, beef, $4.75 to 
7.75. 

Kitchen Knives.— Landers, Frary and 
Clark line, No. 190 A, $1 per doz.; No. 230, 
$1.60; No. 331, $2; No. 1034, 90c. Kitchen 
knife assortments, No. 333A, $2 per doz. 
Cooks’ forks, No. 203, $3.25 per doz. Cooks’ 
knives, No. 3191-3, $5 per doz. Kitchen 
slicers, No. 2014, $4.75 per doz. Butchers 
knives, No. 6, $2.45 per doz.; No. 8, $3.70; 
No. 10, $5.75. Sticking knives, No. 200-6, 
$2.50 per doz. Boning knives, No. 200-5. 
$2.15 per doz. Skinning knives, No. 200- 
4%, $2.50 per doz. 

Paring Knives.—Universal resisting, No. 
2300A, $2 per doz.; No. 3250, $2.75 per doz. 

Scissors and Shears. — Heinish line, 
Straight trimmers, Japanned, No. 311, 5%- 
in., $11.80 per dozen; 6-in., $12.60; 6%4-in., 
$13.40; 7-in., $14.85; 8-in., $15.75; 8%4-in., 
$16.55; 9-in., $10.75; 10-in., $24.30. Straight 
trimmers, nickeled, No, 312, 5%-in., $14.05 
per dozen; 6-in., $14.70; 6%-in., $15.90; 7-in., 
$16.95; 714-in., $17.80; 8-in., $18.65; 8%4-in., 
$19.70; 9-in., $28.35; 10-in., $28.85. Ladies’ 
scissors, Japanned, No. 511, 4%4-in., $9.95 
per doz.; 5-in., $10.35; 5%4-in., $10.65; 6-in., 
$11.30; 6%4-in., $12.10; 7-in., $12.75. Ladies’ 
scissors, nickeled, No. 512, 4%4-in., $11.65 per 


doz., 5-in., $12.10; 5%-in., $12.45; 6-in.. 
$13.25; 6%4-in., $14.20; 7-in., $14.85. Dis- 
count, 33% per cent. 

Table Cutlery.—Universal line, No. V53, 


medium knives and forks, $5.35 per doz.;: 
dessert knives and forks, $5. Nubian ivory 
knives and forks, medium, $4.65; dessert. 
$4.35. Individual steak knives, No. 212, $2; 
No. V712, $7. Solid steel knives with flat- 
wear forks, nickel plated medium, No. 120, 
$13.80 per gross; No 121, $14.40; No. 123. 
$14.40; No. 1241, $15.60; No. 1261, $15.60: 
No. 1281, $15.60. Grapefruit knives, No. 
345, $2 per doz.; No. 3450, $4. 

Drills and Reamers.—The recent 
rather sharp decline in carbon and high 
speed drills is having its influence on 
other things in this department of the 
hardware market. For instance, lead- 
ing makers of blacksmiths’ drills are 
out with new prices which show an 
average drop of about 15 per cent. The 
demand for carbon and high speed 
drills, which up to a week or so ago 
was far in excess of expectation, has 
let up somewhat, and the jobbing trade 
is quick to attribute business conditions 
to the cut in prices. 

We quote from Boston jobbers’ stocks: 

Drills.—Carbon, sizes up to 1%-in. 
tapered and straight shank, 70 and 10 per 
cent discount: bit stock drills, 60 and 5 per 
cent discount; center drills, 65 and 5 per 
cent discount; drills and countersinks com- 
bined, 30 per cent discount; ratchet drills, 
35 per cent discount; wood boring brace 
bits, 50 per cent discount; high speed drills, 
50 and 10 per cent discount; jobbers, letter 
and number sizes, 50, 10 and 5 per cent 
discount. 

Reamers. — Bit stock, 
count; bright square and T 
makes, 65 per cent discount; chucking, 25 
per cent discount; tapered pins, 40 per 
cent discount; escutcheon pins, 45 per cent 


30 per cent dis- 
S standard 
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discount; small fluted rose 
reamers, 20 per cent discount. 


Duck.—Manufacturers of those lines 
of cotton duck usually handled by the 
local shelf hardware jobbing houses 
have advanced prices 74, per cent, and 
resale values have been adjusted ac- 
cordingly. 

Electrical Goods.—It now develops 
that buying of electrical goods for the 
retail hardware trade for its June wed- 
ding run of business was much better 
than was first believed. Toasters and 
grills have been about the best sellers 
so far, but quite a large number of 
percolators, irons, curling irons have 
been moved and even ranges have sold 
better than usual. Many people, spend- 
ing the summer months at the beaches 
and in the country are learning the 
value of electric ranges. The num- 
ber of such places having electric 
power is growing each year, and new 
fields for retail hardware dealers to 
operate in, therefore, are opening. Lo- 
cal jobbers have added the Thermax 
line of electrical goods at a material 
reduction. 


We quote from Boston jobbers’ stocks: 

lrons.—Hot point, 30 per cent discount. 
Damanco, in lots of five or more, $3.35 
each; in lots of less than five, $3.50 each; 
Sheldon, $3.25 net, each; Universal nickel 
plated, No. 901, $7.50 each; No. 902, $6.75; 
No. 905, $6.75; No. 708, $8.75; No. 9021, 
$6.50; No. 9023, $6.25; No. 9051, $8. Dis- 
count, 30 per cent; 12 pieces or more, 30-5 
per cent, 24 pieces or more, 30-7% per 
cent. 

Heaters.—Hotpoint, 30 per cent discount; 
Universal, No. 9952, sunburst type, $11.50 
list; discount, 30 per cent. 

Percolators.—Coffee, University, No. 9166, 
nickel, $22; copper, $23.50; silver, $26.50 
each; No. 9169, nickel, $24.50; copper, $26; 
silver, $29; No. 159, $2.50 each; net. Dis- 
count, 30 per cent, 12 pieces or more, 50-5; 
24 pieces or more, 30-7% per cent. 

Toasters.—Universal, nickel, No. 945, 
$7.50 each; No. 946, $6.75. Discount same 
as on other goods. Reverso, $5.75, net, 
each; Star, $3.76 net, each. 

Grills.—Universal, nickel, No. 984, $12.50 
each; No. 982, $11.50. Discounts same as 
on other goods. 

Heat-Pads.—Universal, nickel, 
$10.75 each. Discount same as 
goods. 

Curling trons. — Universal, 
9901, $6.25 each; No. 99011, $6.75. 
same as on other goods. 

Ranges. — Two burners, 
oven, No. 9688, $21.50. 
cent. 

Thermax Line.— Curling iron, $36 per 
dozen: household irons, $40; toasters, $40; 
heating pads, $40 and $60; percolator, $60; 
disc stove, $69; radiator, $72; grill, $80; 
waffle iron, $97. 

Files.—Sales of files have held up 
well so far this month, jobbers in a 
few instances reporting ‘business as 
running ahead of that for last month. 
Machine shops, manufacturers in gen- 
eral and municipal institutions are 
among the buyers, an encouraging fac- 
tor inasmuch as it leads the jobbing 
trade to believe more files will be bought 
later. 


We quote from Boston jobbers’ stocks: 
Files.—Nicholson and Black Diamond, 60 
per cent discount; Great Western, Arcade. 
Kearney & Foote and American, 65, 10 
and 5 per cent discount; X. F., 12% per 
cent discount. : 
Rasps.—Heller, 75 and 10 per cent dis- 
count; Superior, etc., 80 per cent discount; 
Stokes, 75 and 10 per cent discount 
Footballs.—Manufacturers of foot- 
balls are out with new lists, but the 
jobbing trade, owing to the pressure 
of other business, have not adjusted 


their prices as yet. They will do so, 


and socket 


No. 
on 


9940, 
other 


nickel, No. 
Discounts 


and 
per 


with grill 
Discount 30 
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however, before the end of another 
week, Last year more footballs were 
sold by the New England retail hard- 
ware trade than ever before, and it is 
reasonable to assume that a try will be 
made next season to hang up a new 
record. 

We quote from Boston jobbers’ stocks: 
Footballs, No. 930, $10.50 per doz.; No. 910, 
$15; No. 900S, $30; No. 900, $48. 

Biadders.—Extra’ bladders, $3.75 per doz. 

Fountain Pens.—Those retail dealers 
interviewed in and about Boston during 
the past week say they are having a 
good business in fountain pens. They 
assume from conversations with custom- 
ers that most of the pens purchased 
the past week were intended for school 
graduation presents. 


Iron and Steel.—Jobbing prices on 
iron and steel have been marked up $2 
to $3 a ton, and are reported as very 
strong at the advance. The higher 
prices were expected, inasmuch as job- 
bing houses have been decidedly bull- 
ish on market values for some time. It 
is even hinted the advance in prices 
will not stop here. It seems that many 
of the jobbers’ stocks are very much 
smaller than they would like to see. In 
addition, mills will not promise deliv- 
eries and themselves are intimating 
higher prices due to increased produc- 
tion costs growing out of the coal 
strike. If the consumption of iron and 
steel was limited, the situation might 
be different, but on the contrary, the 
movement of stock out of jobbing hands 
is steadily forging ahead. 

We quote from Boston jobbers’ stocks: 

lron.—Refined, $2.60% per 100 lb. base; 
best refined iron, $4.25; Wayne Iron, $5.50; 
Norway iron, $5.75 and $6. 

Steel.—Soft steel bars, $2.601%4 per 100 Ib. 
base; flats, $3.25%; concrete bars, plain, 
stock lengths, $2.751%4; angles, channels and 
beams, $2.60%; tire steel, $4 to $4.35; open- 
hearth spring steel, $4.50 and $6; steel 
bands, $3.25% and $3.68: steel hoops, 


$3.66%4: cold rolled steel, $3.30 to $3.80; 
toe calk steel, $5. 

Galvanized Ware. — Competition 
among the manufacturers of galvanized 
ware for business continues keen, which 
is constantly working out to the ad- 
vantage of the retail hardware dealer. 
This week the jobbers made a slight 
reduction in their quotations on refrig- 
erator pans to correspond with new 
lists issued by the makers. Garbage 
pails and common pails are moving 
out of stock steadily, but not in any 
volume. 

We quote from Boston jobbers’ 

Ash Cans.—Galvanized, No. 
each; No. 109, $4.25 each. 

Coal Hods.—Japanned, with wood han- 

15-in., $3.90 per doz.; 16-in., $4.24; 
17-in., $4.64; galvanized, with wood han- 
dies, 15-in., $5.40; 16-in., $5.95; 17-in., $6.40; 
$6.90. 
Eight-qt, $2 per dozen; 10-qt., 
12-qt., $2.35; 14-qt., $2.80; heavier 
pails, 40-lb. to the doz., $3.66; 50-lb. to the 


doz., $4.70. 
Tubs.—Galvanized, 200, $10.54 
doz.; No. 300, $11.75. 
No. 1, 
$1.08. 


Garbage Cans.—Galvanized, 
$4 per doz.: 


stocks: 
04118, $2.75 


No. per 


$1.68 
per doz.; No. 2, $1.48° No. 4, 
Refrigerator Pans.—No. 2, 
No. 3, $5 per doz. 
Lead.--The leading producers of pig 
lead have once more marked up their 
quotations, and it is generally assumed 
in the wholesale market that this means 
a strengthening in the sheet lead market 
sooner or later. 
We quote from Boston jobbers’ stocks: 
Sheet Lead.—tlic. per !b., base list. 
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Mops.—A slight advance, something 
like 2% per cent, is noted in cotton 
mops. Anything that is composed 
largely of raw cotton is more apt to 
advance than to decline because of the 
upward tendency of the cotton market. 
Judging from the government reports, 
the crop this year will be comparative- 
ly small. In the meantime a lot of 
cotton is going abroad each week, and 
a large amount is consumed by our 
mills, notwithstanding the labor trou- 
bles in New England. Conservative 
cotton brokers say the days of cheap 
cotton are over for some time, at least. 

Nails.—Apparently there are plenty 
of wire and cut nails in this market, 
and little likelihood of higher prices the 
ctalance of this month, at least. The 
demand for nails is well ahead of that 
for the corresponding period last: year 
because of the great amount of build- 
ing going on throughout New England. 
Then, too, manufacturers of all kinds 
are shipping larger quantities of mer- 
chandise and must have nails to box 
stuff. 

We quote from Boston jobbers’ stocks: 
Wire nails, per keg from the store, $3.25 
base, f.o.b. Boston; direct from mill ship- 
ments, in car lots, $2.50 per keg base; 
in less than car lots, $2.75 per keg base: 
cut nails, $3.90 per keg base; galvanized 
cut nails, $7.50 base. Cement coated nails, 
$2.75 per keg base. 

Paint Brushes.—Manufacturers of 
paint brushes have withdrawn prices, 
and hardware jobbers are inclined to 
look upon this action as a forerunner 
of an advance in prices. Certain it is 
that material going into the manufac- 
ture of brushes, especially bristles, are 
costing considerably more than was the 
case a few months ago. 

Poultry Supplies.—Insofar as the 
jobber is concerned the poultry supply 
business is practically over. Retail 
hardware dealers continue to have en- 
couraging reports to make. There are 
several good selling points in connec- 
tion with poultry supplies the retail 
dealer should remember. Among them 
is the fact that the cost of living is 
on the increase again and that the 
house owner who can raise a little of 
his own food is just so much in pocket- 
book. Another good point is that hen- 
nery and choice eastern eggs are in 
light supply throughout New England, 
and prices for same are tending upward. 
People are either eating the eggs they 
raise or are selling them direct to con- 
sumers. In either case they are ahead 
of the game at going values, which 
should help the sale of a brooder, or 
any other kind of poultry supply. 

We quote from Boston jobbers’ stocks: 

Poultry Netting.—From store, 40 and 10 
per cent off list. From factory, 50 and 5 
per cent discount, f.o.b. Pittsburgh. 

Staples, poultry netting, 100 Ib. kegs, 


$5.35; 10 Ib. kegs, $6.35 per 100 Ib.; 1 Ib 
papers, $7.35 per 100 Ib 


Sheets.—The jobbing market on gal- 
vanized and black sheets is strong and 
15¢ per 100 Ibs. higher. Quotations on 
blue annealed remain unchanged. The 
demand for all kinds of sheets is nor- 
mal. 

We quote from 
Sheets, No. 19 blue 


$3.63 per 100 Ib.;: No 
28 galvanized, $5.99 


Boston jobbers’ stocks 
annealed, $3.40% to 
28, black, $4.99; No 
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Screws.—Jobbing quotations on cap 
and set screws have been advanced 5 
per cent, otherwise no changes are 
noted. Screw manufacturers of all 
kinds are reported as working on full 
schedule, with practically a full pay- 
roll. Certain it is that more wood 
and machine screws are going into 
consumption in New England than at 
any previous time during the past year 
or more, 

We quote from Boston jobbers’ stocks: 

Wood Screws.—Iron, bright, flat, 82% and 
20 per cent discount print; flat head blued, 
82% and 20 plus 5 per cent discount, 
round head blued, 80 and 20 per cent dis- 
count; flat head brass, 771% and 20 per cent 


discount; round head brass, 75 and 20 per 
cent discount; flat head galvanized, 67% 


Office of HARDWARD AGE, 
1002 Park Building, 
Pittsburgh, June 12. 


| gaenatciend of heavy steel products are 
steadily going up, and from all in- 
dications will go still higher. These 
advances are due primarily to the heavy 
demand, and in a few cases to the re- 
stricted output of steel mills, caused 
by the coal strike. The letter is now 
more than ten weeks old, and yet the 
output of pig iron and finished steel 
products has only been slightly af- 
fected. The possibility of a railroad 
strike is also having its effect, making 
steel mills and other manufacturing 
plants more careful in selling ahead, 
for fear there may be further restric- 
tions in output. Costs of making pig 
iron and steel have gone up very much, 
due to the coal strike, and many large 
industrial concerns that are heavy users 
of coal are still buying it from the 
coal fields in Kentucky and West Vir- 
ginia and paying high prices. Under 
date of Tuesday, June 6, Carnegie Steel 
Co. and Jones & Laughlin Steel Co. is- 
sued new warehouse prices on heavy 
steel products, these being 2.20 cents for 
steel bars, 2.30 cents for steel plates 
and shapes, and 2.85 cents for bands. 
These prices show an adyance of $2 per 
ton on bars, plates and steel shapes, 
and $5 per ton on steel bands. There 
have also been advances in prices of 
several other finished steel products. 
Under date of June 8 the Pittsburgh 
Screw & Bolt Co. advanced prices on 
rivets from $2 to $3 per ton, and very 
likely other makers will take the same 
action. Should the coal strike go on 
for another month or six weeks, still 
higher prices on all forms of iron and 
steel are entirely probable. That the 
coal strike has exerted considerable in- 
fluence on the situation is shown by 
the fact that the American Sheet & 
Tin Plate Co. and independent sheet 
and tin plate interests are going slow 
in the matter of making prices for 
third quarter deliveries on sheets, but 
on tin plate the former price of $4.75 
base per box has been made good for the 
entire second half of the year. Costs 
have gone up considerably, and the ad- 
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and 20 per _cent discount; round head 
nickel, 70 and 20 per cent discount. 
Machine Screws, etc.—Coach screws, 50 
and 10 per cent discount; set screws, in- 
cluding headless, 70 and 5 per cent dis- 
count; cap screws, square and hexagon, 
70 per cent discount; fillister, 40 and 10 
per cent discount; flat 30 per cent discount; 
button head, 20 per cent discount, lag 
screws, 50 per cent discount; iron machine 
screws, flat and round head, 70 per cent 
discount; fillister, 45 per cent discount; 
flat and round head brass, 40 per cent dis- 
count; fillister, 35 per cent discount. 
Silverware.—Retail dealers are be- 
ginning to get some good June wedding 
silverware business. Retail stocks, gen- 
erally speaking, are small, and in some 
instances a good clean-up is antici- 


pated this month. 


Sleigh Bells.—Next season’s prices 
on sleigh bells are out by the produc- 


PITTSBURGH 


vances so far made seem to be fully 
justified by the higher manufacturing 
costs. Pig iron output continues to 
show a steady increase, and so far this 
year pig iron production has shown an 
increase every month over the preced- 
ing month. In May the total output of 
pig iron in this country was 2,306,679 
tons, against 2,072,114 tons in April. It 
is a notable fact that the output of 
pig iron in May shows an increase of 
no less than 40 per cent over January 
last. In May, 13 more blast furnaces 
were blown in, and there is now a 
total of 175 blast furnaces in opera- 
tion. The Carnegie Steel Co. is get- 
ting ready to start another blast fur- 
nace at its Farrell, Pa., works. Costs 
of making pig iron have gone up very 
much, as coke is bringing as high as 
$6 to $7 per ton at oven. 

A pleasing and encouraging feature 
of the steel trade is that the motor 
car industry seems to be gaining in 
volume of business, and is making 
large purchases of steel products right 
along, the demand from this industry 
for sheets being now practically as 
heavy as it has ever been in the history 
of the motor car industry. Very great 
improvement has come to the imple- 
ment trade, and concerns that make 
farming implements are also heavy buy- 
ers of steel, more so than they have 
been at any time for two years. Rail- 
roads continue to make heavy purchases 
of cars, and in the past week no less 
than about 4000 new cars were placed, 
also orders for about 4000 cars to be 
repaired, while inquiries in the market 
total close to 25,000 cars. The largest 
buyer of steel cars in the past week 
was the Baltimore and Ohio Railroad, 
which placed orders for 1000 steel gon- 
dolas with the Cambria Steel Co. and 
also repairs to 1000 gondolas and 1000 
hopper cars with Pressed Steel Car Co. 
and repairs to 1000 coke and 1000 box 
cars to Standard Steel Car Co., the 
latter two being Pittsburgh interests. 
The New York, Chicago and Central 
Railroad is in the market for 1000 au- 
tomobile cars. Demand for heavy steel 
shapes for building purposes is also 
heavy, the total of orders placed last 
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ers, and they show a drop in the mar- 
ket. Local jobbing quotation will 
probably have been readjusted before 
the end of another week. 


Thermometers.—A material advance 
in plate glass thermometers, amount- 
ing to fully 33 1/3 per cent, is an- 
nounced by the manufacturers. Lo- 
cal jobbers, however, are quoting on 
the same old basis, or below cost to- 
day. They admit they have not changed 
prices, because they cannot find a mar- 
ket for what they have on hand. 

We quote from Boston jobbers’ stocks: 
Thermometers, house, plate glass, 8-in., 
spirit or mercury, $9 per dozen; 10-in., $12 


per dozen. Common tin case, 7-in., $1.20 
net; 8-in., $1.38; 10-in., $1.50. 


week having been 23,000 tons, which is 
very close to the normal capacity of all 
the steel fabricating interests. 

The Administration at Washington is 
making determined efforts to end the 
coal strike, and apparently is making 
headway. On the day this review was 
written a report reached us that the 
coal strike would be settled prior to 
July 1, and if this happens it will be a 
great boon to the steel trade. At any 
rate, the outlook now in the steel trade 
for the last six months of this year is 
certainly very bright, and it is predicted 
that operations of blast furnaces and 
steel works over the last half of this 
year will be at least on an 80 per cent 
basis, and may be larger. 

In the hardware trade conditions and 
prospects are about as good as in the 
steel trade. Two of the largest local 
jobbers report that their volume of busi- 
ness in the first half of June shows a 
nice increase over the same period in 
May, and they look for still larger busi- 
ness over the second half of this month. 
Seasonable goods, especially garden 
tools and sporting goods, are moving 
out very freely. The labor situation in 
Pittsburgh district shows wonderful 
improvement over the last two months, 
and very little is heard in this district 
about unemployment. In fact, at some 
plants in the Pittsburgh district there 
is an absolute shortage of common 
labor, and at some plants of skilled 
labor. In the Youngstown, Ohio, dis- 
trict the daily papers are carrying ad- 
vertisements of help wanted by mills 
there, this being the first time this has 
occurred in about two years. The de- 
mand for mill supplies of all kinds is 
active, and the machinery market in 
this district is better than for many 
months. Retailers and consumers are 
buying goods more confidently, feeling 
that the chances of any declines in 
prices are very remote. 

Aluminum Ware.—Local jobbers have 
made some reductions in prices on the 
more popular lines of kitchen aluminum 
ware, due to the reduction in prices 
made by manufacturers. Stores are 
having almost daily aluminum sales, at 
which one or two particular pieces are 
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priced low in order to increase sales 
of these lines. 


Axes.—All manufacturers have now 
made a reduction of 50 cents per doz. 
in prices on axes referred to in our re- 
port of last week. The demand is re- 
ported better and local jobbers are giv- 
ing dealers the benefit of the 50 cents 
reduction in prices. 


Local jobbers are now quoting as fol- 
lows: Handle axes, 344-lb. to 414-lb., $20.80 
doz. ; 4-lb. to 5-lb., $21.40; 34%4-Ib. to’ 414-lb. 
No. 1 oval handles, $13.50; Miners, polished 
and blued, 344-lb. to 4-lb. No. 1 oval han- 
dles, $10. 90. Unhandled Rey 3%4-lb. to 
4%4-lb., $11.50; D. B. Mic a to 4%4- 
1b., $16. 30; D. B. Mich., cK to 5-lb., $16.90. 


Automobile Accessories.—The  ac- 
tivity in sales of motor cars that is 
on is helping wonderfully in sales of 
accessories, and local dealers say that 
they are handling more business now 
from stores than at any time during the 
past year. The demand for mirrors is 
active, as a Pennsylvania law requires 
that all cars in this state shall carry 
a mirror. Prices are firm. 


Local jobbers quote from stocks, f.o.b. 
Pittsburgh, as follows: Miller Falls No. 
145 jacks, $4.75. Reliable jacks, No. 1, 
$2.33; No. 2, $3.33, in lots of 12; Derf spark 
plugs, 96c. each for all sizes in lots less 
than 50; Champion X spark plugs, 45c. each 
for iess than 100 and 43c. each for over 
100; Champion regular, 53c. each for less 
than 100, all sizes 50c. each for over 100. 


Bolts and Nuts.—The new demand is 
fairly active and makers report they 
are having a good deal of trouble in 
getting deliveries of steel bars from the 
mills as promptly as needed. Prices are 
very firm, and new discounts adopted 
about two weeks ago, which show an 
advance of 10 per cent, are referred to 
as holding very firm. Discounts in 
large lots to jobbers and consumers re- 
main as follows: 


Bolts and nuts: Machine bolts, small, 
rolled threads, 65, 10 and 5 per cent off list ; 
machine bolts, small, cut threads, 65 and 5 
yaad cent off list; machine bolts, larger and 
onger, 65 and 5 per cent off list; carriage 
bolts, % x6 in., smaller and shorter, rolled 
threads, 65 and 5 per cent off list; cut 
threads, 60 and 5 per cent off list; longer 
and larger sizes, 60 and 5 per cent off list; 

bolts, 65 and 10 per cent off list; plow 
bolts, Nos. 1, 2 and 3 heads, 50 and 10 per 
cent off list; other style heads, 20 per cent 
extra; machine bolts. c.p.c. and t. nuts, 

x 4 in., smaller and shorter, 60 per cent 
off list; larger and longer sizes, 60 per cent 
off list; hot pressed square or hex. blank 
nuts, $4.75 off list; hot pressed nuts, tapped, 
$4.75 off list; c.p.c. and t. sq. or hex. nuts, 
blank, $4.75 off list; c.p.c. and t. sq. or hex. 
nuts, tapped, $4.75 off list ; semi-finished hex. 
nuts, 9/16 in. and smaller, U. 8. S., 75, 10 
and 5 per cent off list ; small sizes, 8. A. E., 
80 and 2 tens per cent off list; Ss. A. E. 
5 in. and larger, 80 and 5 per cent off list ; 
stove bolts in packages, 80, 10 and 5 per cent 
off list ; stove bolts in bulk, 80, 10, 5 and 2% 
per cent off list; tire bolts, 65 and 5 per cent 
off list; track ‘bolts in carloads, 3.00c. to 
3.25c. base; track bolts, less than 200 kegs, 
3.50c. to 3.75c. base. 

Upset square and hex. head cap screws: 
¥% in. and under, 80 and 10 to 80, 10 and 10 
per cent off list; 9/16 in. to % in., 80 and 
10 to 80, 10 and 10 per cent off list. 

Upset set screws: % in. and under, 80, 
10 and 5 to 85 per cent off list; 9/16 in. to 
% in., 80, 10 and 5 to 85 per cent off list. 

Milled square and hex. cap screws: All 
sizes, 75 and 10 to 80 per cent off list. 

Milled set screws: All sizes, 70, 10 and 10 
per cent off list. 


Baseball Goods.—There is no better- 
ment in the deliveries of most sporting 
goods, especially baseballs, bats, masks 
and uniforms. One local jobbing house 
has not yet received full shipments on 
an order for baseballs placed more 
than two months ago. Prices are very 
firm, local jobbers still quoting Ameri- 
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can and National League baseballs at 
$16 per doz. out of stock. 

Brass Goods.—Under date June 3, the 
American Brass Co. announced an ad- 
vance of 4 cent per Ib. on brass goods 
such as rods, sheets, wire and brazed 
tubing. A distinct advance in price has 
also been made on soldering coppers, 
in fact, the whole market on brass 
goods of all kinds is strong, and still 
higher prices in the near future are 
likely. 

Bells.—Advance information is that 
likely a reduction in prices on church, 
farm and school bells will be made by 
leading makers on or about July 1 next. 
The amount of the reduction, if it is 
made, is not given out at this writing. 

Builders’ Hardware.—As yet we are 
unable to give the new discounts by 
jobbers on builders’ hardware, owing to 
the fact that they have not yet received 
them from the manufacturers. The re- 
duction in prices is said to average 
about 10 per cent, but is a little more 
on a few lines. The demand for build- 
ers’ hardware continues active, and this 
is likely to continue for the remainder 
of the year at least, owing to the heavy 
building operations in progress over 
the entire country. 

Game Traps.—Local jobbers are re- 
ceiving quite good orders for game traps 
for delivery later in the year, and the 
demand this year promises to be larger 
than last year. 


Local sgphere quote: No. 0 traps with 
chain, ($1.5 53; No. 1, with chain, $1.83, and 
No. 1%, with chain, $2.75 each. 


Ice Cream Freezers.—Local jobbers 
and retailers report a very active de- 
mand for freezers this year, much 
heavier than last year. The warm 
weather of the past week has acceler- 
ated the demand, and stocks of jobbers 
are running low. Prices remain firm. 


Local jobbers quote: Lightning, 3-qt., $3; 
4-qt., $3.60, and 6-qt., $4.50 each. They 
quote White Mountain, 3-qt., $3.40; 4-qt., 
$4.15; 6-qt., $5.25 each. 


Gages.—It is announced that the 
United States Gage Co. has issued new 
discounts on its full line of gages, cov- 
ering reductions of about 10 per cent 
in prices. 

Iron and Steel Bars.—As noted in the 
opening of this report, local warehouses 
of Carnegie Steel Co. and Jones & 
Laughlin Steel Co. put out, effective 
June 6, new prices on steel bars of 
2.20 cents from warehouse in small lots. 
Local jobbers have advanced their prices 
to correspond. The demand for steel 
bars is heavy from some of the larger 
consumers, notably nut and bolt makers, 
and they report that deliveries from the 
mills are slow. The demand for iron 
bars, also reinforcing bars for build- 
ing purposes, is active. 


Local jobbers now quote steel bars rolled 
from billets at 2.20c. to 2.50c., depending on 
the order; reinforcing bars rolled from bil- 


lets, 1.90c. to 2c. base; reinforcing bars 
rolled from old rails, 1.80c. to 1.9%c.; refined 
iron bars, 2c. to 2.25c., the higher prices 


being for large lots, and the lower for small 
lots. 


Lawn Mowers.—Reports are current 
that a leading maker has made slight 
reductions in prices on lawn mowers, 
but the heavy demand this year and the 
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fact that nearly all makers have their 
entire output of lawn mowers sold up 
over the remainder of the year, would 
seem to indicate that the report of any 
reduction in price is incorrect, 


Jobbers quote 14-in. competition mowers 


at $5.50 each; ball-bearing mowers, 9-in. 
wheels, three 16-in. blades, $8 each; 10-in. 
wheels, four 16-in. blades, $10 each; 10-in. 
wheels, four 18-in. blades, $10.50 each, and 


triple train gear, 18-in. knives, $15.50 each. 

Lock Washers.—The Positive Lock & 
Washer Co., Newark, N. J., has read- 
justed discounts on its full lines of lock 
washers showing reductions in prices. 
The demand is reported as being quite 
active. 

Painters’ Supplies—There is no let 
up in the demand for paints and sup- 
plies, which is heavier than for three or 
four years past. One local house re- 
ports that its sales this month will 
likely be more than double those of 
June last year. Prices remain firm, and 
stocks of jobbers and retailers are going 
out freely. 

Local jobbers quote from stocks as fol- 


lows: 

Raw linseed oil, 1 to 4 bbl., $1 per gal. 
Boiled linseed oil, 1 to 4 bbl., $1.10 per gal. 
Turpentine, $1.10 per gal. in bbl. Denatured 
alcohol, in bbl., 50c. per gal. Strictly pure 
white lead, 100-lb. kegs, 12%c. per Ib.; 10 


per cent off in 5@0-Ib. lots. Dry paste in 
bbl., 5%4c. per Ib. Pure white shellac, in 
gal. cans, $4.50 per gal. Pure orange shel- 
lac, 4-lb. goods in gal. cans, $4 per gal. 
English Venetian red, in 100-lb. lots, 4 4c. 
per lb.; 500-lb. lots, 4c. per Ib. Ready mixed 
paints of high quality, $2.60 per gal. Inside 


varnish, $3.15 per gal. Outside varnish, 


$4.10 per gal. 

There is severe competition for orders 
among makers of plate glass, and jobbers 
are now quoting from stocks at 85 per cent 
off list. This is also true of window glass, 
on which prices are low. Jobbers quote 
single strength at 86 per cent off list ; double 
strength A, 86 per cent off list; double 
strength B, 87 per cent off list. 

Nearly all of the hand operated glass 
furnaces are now closed, owing to the 
heat which makes it- impossible to oper- 
ate them. The plants using machines 
for making glass are not running full, 
as is usual in summer. It is believed 
there soon will be a firmer market on 
window , glass, and possibly higher 
prices. 


Rivets.—Under date, June 8, the 
Pittsburgh Screw & Bolt Co., Pitts- 
burgh, announced an advance of 15 


cents per 100 lb. on small structural 
and boiler rivets, and this concern is now 
quoting in large lots to jobbers as fol- 
lows: 


Rivets, 7/16-in. diameter and smaller, 70- 
10 per cent off; rivets, %-in. diameter and 
larger, button head structural, $2.40 per 100- 
lb. base; cone head boiler, $2.40 per 100-Ib 
base. These prices are f.o.b. Pittsburgh, 20 
days net, or % of 1 per cent off for cash in 
10 days. It should be noted that the above 
prices are for large lots only, jobbers chargc- 
ing the usual advances for smal! lots out 
of stock. 


Railroad Spikes.—As yet the inquiry 
of the Baltimore & Ohio Railroad for 
5000 kegs of railroad spikes is still un- 
placed, but it may be divided between 
two local makers within the next week. 

Prices on track equipment in large 
lots are firm and are now as follows: 


per 100 
base, 


and larger, base, 


Spikes, 9/16 in. 
and smaller, 


Ib, $2.25; spikes, % in. 


per 100 lIb., $2.59: spikes, boat and barge, 
base, per 100 Ib., $2.50; track bolts, base, 
per 109 Ib.. $3. tie vlates, base per 1990 Ib., 

75; angle bars, base, per 10060 Ib., $2.40. 


For smal! lots from stock the usual ad- 


vances are charged. 


Sheets.—Practically all independent 
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mills are quoting sheets for third quar- 
ter delivery on the basis of 3.30 cents 
for No. 28 gage black; 4.30 cents for 
No. 28 gage galvanized, and 2.50 cents 
for gages No. 9 and 10 blue annealed 
sheets. These prices are $2 per ton 
higher on blue annealed sheets, and $3 
per ton higher on black and galvanized 
sheets than are being quoted by Ameri- 
can Sheet & Tin Plate Co. for July 
shipment only. A large Eastern mill 
is also quoting these prices for de- 
livery over all of third quarter, and it 
is said a large amount of business has 
been placed for third quarter shipment 
at the above named prices. The de- 
mand for sheets continues heavy, and 
the American Sheet & Tin Plate Co. is 
operating to 90 per cent or more of 
normal capacity, and the independent 
mills from 75 to 80 per cent. Jobbers 
are charging the usual advance over 
these prices for small lots out of stock, 
and the prices jobbers are now quoting 
are about $5 per ton higher than a week 
ago. 

Prices being quoted by jobbers at this 
writing, f.o.b. Pittsburgh, are as follows: 
Blue annealed sheets, 3c. to 3.25c.; No. 28 
gage Bessemer black sheets, 2.50c. to 3.75c., 
and No. 28 gage galvanized, 4.50c. to 4.75c. 


in small lots from store. Prices quoted 
depend largely on the size of the order. 


Office of HARDWARE AGE, 
538 Guardian Bldg., 
Cleveland, June 12. 


f ARDWARE business is good. The 

steady improvement that has been 
noted from time to time continues, and 
the volume of business is now such that 
some of the jobbing houses are com- 
pelled to employ their order depart- 
ments overtime in order to get our 
merchandise. Retailers now seem to 
have confidence in the market and in 
the stability of prices and are order- 
ing goods in larger lots than for some 
time past. A moderate volume of 
business is being booked in seasonable 
goods for fall delivery. 

Prices have firmed up on various 
items in the manufacture of which 
steel or cast iron are largely used and 
a number of price advances are re- 
ported. Advances have been made on 
range boilers, plumbers’ brass goods, 
heating boilers, nipples, soil pipe and 
cotton products. A further reduction 
has been made in twist drills, and axes 
have declined slightly. New prices have 
been named on snow shovels and steel 
traps for next season, these prices be- 
ing materially lower than those that 
prevailed a year ago. 

Automobile Tires and Accessories.— 
The demand for tubes and casings con- 
tinues very good and the volume of ac- 
cossory business is increasing. Prices 
are unchanged. 

Axes. — Local prices 
marked down 50c. per doz. 
still a fair demand. 


Jobbers quote f.o.b. Cleveland as follows: 
First grade, single bitted axes, handled, 
$15.50 per doz.; unhandled, $11.50 per doz.; 


have’ been 
There is 
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Sad Irons—W. H. Howell, Geneva, 
Ill., announces a slight advance in prices 
on sad irons and it is expected other 
makers will also announce higher prices 
in the near future. 

Steel Pipe.—Local mill supply houses 
and jobbers report a good demand for 
smaller sizes of steel pipe for building 
purposes, and they are unable to keep 
their stocks complete. The trade is 
looking for an advance in prices on both 
iron and steel pipe to be made at any 
time. Local jobbers are quoting in 
small lots from stocks to regular cus- 
tomers about as follows: 


Black Galv. Black Galv. 


$5.30 $7.56 

7.16 10.22 
8.57 12.23 
11.52 16.45 
18.23 


Above prices per 100 ft. f.o.b. Pitts- 
burgh. 

Tinners’ Snips.—The Acme Shear Co., 
Bridgeport, Conn., announces a slight 
reduction in prices on tinners’ snips. 


Tin Plate—The American Sheet & 
Tin Plate Co, and all the independent 
mills are now quoting $4.75 per base 
box for tin plate for delivery over all 
of the second half of this year. The de- 
mand for tin plate continues heavy and 
the volume of business this year is ex- 
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double bitted $20.50 
doz.; unhandled, $16.50 per doz.; second 
grade axes, single bitted, handied, $14 per 
doz.; unhandied, $11 per doz.; double 
bitted, handled, $19 per doz.; unhandled, 
$16 per doz. 

Binder Twine.—Jobbers are getting 
quite a few pickup orders. Prices are 
unchanged. 

Cleveland jobbers quote standard and 
sisal binder twine at 10c. per Ib. for mill 


shipment and 10%c. per Ib. for stock ship- 
ment. 


Boilers and Radiations—A 5 to 10 
per cent advance has been made on 
heating boilers. Radiation ‘is un- 
changed. Jobbers report that orders 
are now starting to come in. 

Builders’ Hardware.—The demand 
continues heavy. A _ great deal of 
building work is coming out in all sec- 
tions and the demand for builders’ 
hardware is expected to continue good 
through the greater part of the year. 

Bolts and Nuts.—The demand is 
good and prices are firm. Manufactur- 
ers are adhering closely to the recent 
price advance. 


Jobbers quote f. o0.b. Cleveland large and 
small machine bolts, cut thread, 65 and 10 
per cent off list. Carriage bolts, rolled 
thread, 65 and 10 per cent off list. Large 
cut thread 65 and 5 per cent off list. Stove 
bolts 80 and 5 per cent off list. 


Corrugated Roofing.—This continues 
in very good demand and the market is 
firm, 

Cleveland jobbers quote f.o.b. Pittsburgh: 
2%%-in., 29 gage corrugated roofing at $3.75. 

Enamel Ware.—A price advance of 
about 10 per cent has been made on 
Royal gray enamelware. This is now 
quoted by jobbers at 40 per cent off 
list. 


Cotton Goods.—A price advance of 


axes, handled, per 
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pected to be more than double that of 
1921. Makers of food containers are 
specifying heavily against contracts 
and urging the mills for prompt ship- 
ments. The price of $4.75 per base 
box is for large lots, jobbers charging 
the usual advances for small lots out 
stock. 

Wire Products.—Nothing of special 
interest to report in wire and wire prod- 
ucts this week. Demand for wire nails 
is urgent, and local jobbers say they 
are unable to keep up full stocks on the 
more commonly used sizes. The inde- 
pendent mills are adhering closely to 
the base of $2.50 for nails and $2.35 
for plain wire. 


Jobbers quote from stocks, f.o.b. Pitts- 
burgh, as follows: Wire nails, $2.65 base 
per keg; galvanized, 1 in. and longer, in- 
cluding large head barbed roofing nails, 
taking an advance over the price of $1.25, 
and shorter than 1 in., $1.75; bright Bes- 
semer and basic wire, $2.50 per 100 Ib.; 
annealed fence wire, Nos. 6 to 9, $2.50; gal- 
vanized wire, $3; galvanized barbed _ wire, 
$3.25: galvanized fence staples, $3.25; 
painted barbed wire, $2.75; polished fence 
staples, $1.75; cement coated nails, per 
count keg, $2.25 to $2.35; these prices be- 
ing subject to the usual advance for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days 
net, less 2 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 68 to 
70% per cent off list for carload lots, 67 to 
69% per cent for 1000-rod lots, and 66 to 
6814 per cent for small lots, f.o.b. Pitts- 
burgh. 


from 10 to 15 per cent has been made 
on cotton twine, mops and other cotton 
goods. 

Fence.—There is considerable call at 
present for fence and mills are about 


six weeks behind on deliveries. 


Cleveland jobbers quote field fence, f.o.b. 
Pittsburgh, as 68 per cent off list for car 
lots for mill shipment and 66 per cent off 
list for less than 1000 rods. 

Fireplace Screens. — Prices have 


been announced for fireplace screens, 
spark guards, etc., for next fall deliv- 


ery. These are from 5 to 10 per cent 
lower than last year’s prices. 

Galvanized Ware.—The demand con- 
tinues active, particularly for paids. 
Prices are firm and unchanged. 


Handles.—The demand has quieted 
down. Prices are unchanged. 


Jobbers quote f.o.b. Cleveland: Hickory 
axe handles, single and double bitted, best 
grade, $4.75 per doz.; XXX grade, $4 per 
doz.:; XX grade, $3.50 per doz.; X grade, 
$2.75 per doz. No. 1 pick handles, $3.25 
per doz. Best grade, $4.75 per doz.; Ameri- 
can Fork & Hoe Co.’s wood “D’’ shovel, 
spade and scoop handles, X grade, $6 per 
doz.; malleable ‘‘D” grade manure fork and 
spading fork handles, $5 per doz.; X grade, 
long shovel spading handles, $4.50 per doz.; 
hay and manure fork handles, X grade, 
4-ft., $3.15 per doz.; 4%-ft., $3.60 per doz.; 
p grade, 4-ft., $4.25 per doz.; 4%-ft., 
$4.60 per doz. 


Ice Cream Freezers.—The demand is 
good and stocks are plentiful. 


Cleveland jobbers quote freezers as fol- 
lows: Lightning, 2-qt. at $2.50 each; 3-qt. 
at $3 each; 4-qt. at $3.50 each; 6-qt. at 
$4.50 each; White Mountain, 2-qt., $3; 3-at., 
$3.50; 4-qt., $4.25; 6-qt., $5.25; galvanized 
freezers, 2-qt., $12 per doz. 

Ice Skates.—Orders for fall ship- 
ment, which have been light, show an 
improvement. 


Jobbers quote Union 
hockey skates as follows: 


Hardware Co. 
No. 9 hockey, 
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Mill and Hardware Supplies Prices—June 12, 1922 


RARS—CROW— 
Steel Crowbars, 4 ft. 10 Ib. 72¢; 
4% - 14 ib. $1. os: ¢ ft. 18 


4b. 
Pinch i. iy > 24 Ib. $1.60; 
aft. 75¢; 2% ft. 80¢. 
BKLTING—LEATHER— 
From No. 1 Oak Tanned Butts. 
Ex, Hvy., 18 08..35% 
Heavy, 16 os......40% 
Medium, 14% 02..40% 
Light, 50% 
Second ity, Sides 
Second Quality, Shoulders. 
Cut a Lacing, Strictiy 





Sides, «t sq. 
ide, No. in- 

Vie tae sq. i and mre 

Usder 17 5q. ft.. 1... .0000+45¢ 


Rubber— 
Competition (Low Grade) 50&10% 
Stendard ......6++++--40&10% 
ko Sarre 35% 
BLOCK S—Tackle— 

Common Wood 


jolt 
Carriage, Machine, &c.— 
Common Carriage (cut thread): 
% «x 6, and smaller... .60&5% 
Common Carriage (rolled 
thread): 
M% «x 6, and smaller. .59-19.5% 
Larger or Longer 
Pnsia. Eagie, $3.0 isst....0U% 
Bolt Ends, H. P. 
i (cut thread): 
% «x 4, and smaller. .55-10-5% 
Larger or Longer... .50-10-5% 
ee 
Lequid im gal. cans. . $3.00 


gm DRIL . 


Twist, Bit Stock.. 
Twist, Taper and 


Shank 
Wire Gauae Jobbers’ and 
Blacksmith 
Brace Drilis for Wood. 
EMERY—Tarkish—— 
Out 2 market at present time. 
Domestic, Ib 1l¢ 


HAMMERS AND 
SLEDGES— 


3 
Over 5 ib 
OILERS— 


Stee, Copper Plated. 

Chace, Brass and Copper.. 
Railroad, coppered 609 
Chace, Zinc Plated 

Railroad, brass 


PICKS AND MATTOCKS— 
Railroad 
Contractor's Picks 
40% Discount 
ROPE— 
Eastern Retail Trade. Per Ib. 
Manila, % in, diam. and larger: 
Highest Grade...19¢ Ib. base 
Second Grade... .16¢ Ib, base 
Hardware Grade 
Sisal, 4% in, diam. and larger: 
Highest Grade ...2.00..-83¢ 
Second Grade ... .20¢ 
Sisal, Hay, Hide and Bale "Ropes, 
edium and Coarse: 
Feet Quality, 23%4¢; 


sian , =" Medium ish 
Yarns: ; 
First tp. PTT CT CCT Te 23¢ 
Second quality ..........20¢ 
Cotton Rope: 
Best 5/16-in, and larger, 
50¢ to 60¢ 
Medium, 6/16-in. and larger, 
47@ 


Third Gr., 5/16-in. and 
GaTGOP cccccceceee4$ @ 
Jute: 
No. 1, %-in. and up 
No. 2, %-in. and up. iste 


SAWS AND FRAMES— 
Hack— 


* aw Blades: 








$1.90 pair; No. 424%, $1.25 pair; 


$2.30 pair; No. 424% ladies’, 
924%, ladies,’ $2.75. ‘pair. 


Lawn Mowers.—The demand for netting is inactive. 
lawn mowers is still good and jobbers’ 


stocks are badly broken 


Lead Pipe—A price advance of 50 


cents per 100-Ibs. has been made on 100 sq. ft.; 
bronze wire cloth, 


No. 92414, 
$1.50 pair; No. 


lead pipe, which is now quoted by job-  .,. ¢¢. 


bers at $8.75 per 100 lb. 


Cleveland jobbers quote 


Nails, less than car lots, stock shipment, 
2.75 per keg; same for mill 
$2.60; car lots, mill shipment, 
annealed wire, $2.50 per 100 Ib.; 


vanized wire, $3 per 100 Ib.; 
nails, $2.25 per 100 Ib. 


Nipples.—A price advance of 15 per 
cent has been made on steel nipples. 
The manufacturers’ present base price 


shipment, 


No. 9 gal- 
cement coated 


Plumbers’ Goods.—A price advance 
Nails and Wire.—Nails continue in of 5 per cent has been made on plumb- 
good demand and the market on both ers’ brass goods. 


nails and wire is now very firm. 


ment. The demand 
plumbing goods is greatly improved. Steel 

Range Boilers.—A price advance of well, particularly in the galvanized 
2'4 per cent has been made on range grade. 


for 4% to 3-in. nipples is 71 per cent off boilers. 


list. 


Oil Cook Stoves.—The demand is at $7 each and extra heavy boilers at 


Jobbers are getting a good volume of 
pickup orders for wire cloth. 


Saw Frames— 


Iron, per dos $3. 
Steel, adj., 8 to 12 in., per ae 
$8. 64 


Steel, adj., steel hdle., per doz.,. 
$3.50 


Star H. S. Frame $18. 
Adj, Pistol-Grip, per dos. $18. 12 
SCREWS— 
Coach, Lag and Jack— 
Coach, Gimlet Point 55-10% 
ack Screws— 
a List 
Machine— 


Cut Thread Iron, 
Flat Head or Rownd hy a 


Fillister or Oval Pom. d Hed, 
Fillister or Oval Head. ‘ouio% 
nee. Thread Iron, F, H. o 


killsster or Oval Head. .80% 
Rolled wee Brass: 
F. H. zk. # 759 
Fillister ¢ or Oval Head 60 % 
Set and Cap— 
Flat Head, Iron 
Set (Steel) net advance over 
iron 
Sq. Hd, Cap.. 
Hex. Hd, Cap 
%” and smaller 
4%” and larger.. 
Filhster Head C. i. 


Wood 
Flat Head Iron .....82%4-20-5% 
Round Head, Iron 80-20-5 % 
Filet Head, Brass. Y-4 
Round Head, Brass... .75-20-5%, lo 
Flat Head, Bronse. .55&10&10% 
Round Head, Bronse 
524&10&10% 


aN Sa DIES AND 


om 
pone Taps, %4 to K%. 
% t 


from stocks, f.o.b 


netting, galvanized unchanged. 
5 per cent discount; Cleveland 
black wire cloth, 12 mesh, $1.90 to $1.95 per 1 7%6. per 
galvanized, 


ment. 


*. Ss. Puig A Taps, No. é to 
50-10-5% 
mM. S. ‘Teper’ “Taps, larger .45-S% 
W ASHERS—Cast— 
Over %-inch, barrel lots, per 
100 Jb. 6.25 
Irom and Steel 


Size Bolt... 
Washers $9.75 


WRENCHES— 
Agricultural 


Stillson pattern 60&5 
Genuine Walworth Stillson, 
62 


METALS— 
T 


Copper— 

Lake Ingot 
Electrolytic 
Casting 
Spelter and Sheet Zinc— 
Western spelter 6% @T¢ 
Sheet Zinc, No, 9 base, cast 

9¢ open 9%4¢. 


Lead— 
American Pig. Per Ib. 
Bar, Per 


Solder— 
14 = % guaranteed. 
No. 


Prices on solder indicated 
private brand vary according 
composition. 


Babbitt Metal— 
Best grade, per lb 
Commercial grade, per Ib..... 
Antimony— 
Asiatic, per Ib 


Alaminam— 


No. 1 Aluminum (guaranteed over 
99 per cent pure), in ingots for 
remelting, per Ib...... 25@27¢ 


to the slow deliveries this company has 
Poultry granted a thirty day extension. 
Prices are firm. Rope. 


Jobbers quote as follows for mill ship- a result of pickup orders 
ment or for shipment . 
Cleveland: Poultry 
after weaving, 50 and 


The demand has increased as 


Prices are 


jobbers quote manila rope at 


for mill shipment and ]8%e 


$2.40 per 100 sq. ft.; per lb. for shipment from stock; best qual- 
14 mesh, $6.75 per 100 ity sisal 


lie. per Ib. for mill ship- 


Rules.—A price reduction of 10 to 
15 per cent has been-made on box wood 
Manufacturers of and zigzag rules. 
plumbers’ enamel ware are sold up for 
follows: three or four months and are now de- 
clining to accept business at present 
$2.50; No. 9 prices. Sales are being made subject 
to prices prevailing at time of ship-_ pipe. 


Jobbers quote No. 68 box wood rules at 
$1.75 per doz. 

Soil Pipe.—A five point advance has 
been made on the base price of soil 
Extra heavy pipe is now quoted 


for all kinds of to dealers at 41 per cent off list. 


Cleveland 


for No 


Jobbers quote standard range boilers yanized. 


good for immediate shipment, with no $8.50 each. 


change in prices. 
Jobbers quote oil cook 


Cleveland, as follows: Harvard, 
$10.85; 3-burner, $14.25; 4-burner, 
eae pipe, 2-burner, $14.35; 


18.50; 4-burner, $24.20. 


Ornamental Fencing.—This 


moving well. 
Cleveland jobbers quote 


or mill shipment. 


Poultry Netting and Wire Cloth— turers’ season ends July 


ornamental 
fencing at 55 per cent off list for both stock 


Refrigerators. 


stoves, f.o.b. ‘ s 3g < . 
e burner, tinues far in excess of the supply and 


is still 


Some are willing to 

accept almost any make to replenish ~- 
their stocks. The Grand Rapids Re- 
frigerator Co. has 
that its present prices will prevail for 
shipment until Aug. 1. The manufac- facturers are 
Stove Pipe and Elbows.—The demand 


notified the trade 


Sheets.—Sheets are moving 


Prices are firm. 


jobbers quote sheets at 3.90« 
28 black and 5c. for No. 28 gal- 


Steel Bars.—Steel jobbers have ad- 


vanced warehouse prices on steel bars 


2.41¢ 


1, but owing 


Cleveland 
Sporting Goods.—The 


baseball goods and tennis rackets con- 
tinues heavy and deliveries by man 


— The demand con- $2 a ton and hardware jobbers are ex- 
pected to make a corresponding ad- 
$18.20. retailers are unable to secure ship- vance. 


3-burner, ments as wanted. jobbers quote 


nu 


. 
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demand for 
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is fairly heavy, sales not being checked 


by the recent price advance. 

Cleveland jobbers quote 6-in. 28-gage 
stove pipe for mill shipment at $3.30 per 
crate, same for stock shipment, $3.50 per 
crate; crimped elbows at $1.20 per crate 
for mill shipment and $1.40 per crate for 
stock shipment. 

Shovels.—The demand for shovels is 
holding up well. 

Jobbers quote f.o.b. Cleveland as follows: 
No. 2 size shovels, 4th grade, $9.25 per 
doz.; 2nd grade, $11 per doz.; lst grade, 
$14.50 per doz. 


Screen Doors and Windows.—A good 


Office of HARDWARE AGE, 
3725 Colfax Ave. So., 
Minneapolis, Minn., June 10. 


ARDWARE dealers are now re- 

ceiving a very satisfactory volume 
of business, and sales are steadily in- 
creasing. Jobbers report more buying 
activity among the retailers although 
no large orders are being received for 
any particular item. Garden tools, 
hose, paints and auto accessories are 
moving very freely. There is an espe- 
cially heavy demand for paints. 

Manufacturing conditions are gradu- 
ally improving although the total 
volume of business received from the 
smaller manufacturing concerns is not 
large. 

Collections are somewhat slow in 
showing any improvement, but it is an- 
ticipated that this will be remedied as 
soon as the crops are harvested and 
the farmers obtain money to pay their 
bills. 

Prices in general remain very stable. 

Builders’ Hardware.—There is a 
heavy demand for builders’ hardware, 
which, together with increasing steel 
prices, have resulted in advances in 
price on the heavier items of builders’ 
hardware. 

Axes.—Sales are of fair volume, and 
prices remain unchanged. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single bit axes, $11.50; double 
bit, $16.50 per doz., base weights. 


Bolts——The demand for bolts con- 
tinues to show a gradual improvement. 
Prices show no further change. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Small carriage bolts, 60 per 
cent; large carriage bolts, 50-5 per cent; 
small machine bolts, 60-10 per cent; large 
machine bolts, 60 per cent; stove bolts, 75- 
10 per cent; lag screws, 60-5 per cent. 


Brads.—There is an active demand 
for brads at this time. with the bulk of 
the goods going to the sash and door 
trade. Prices show no change. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Brads, in standard packages, 
75 per cent from list. 


Churns.—Sales continue to be of fair 
volume. Prices remain as last quoted. 

We quote from jobbers’ stocks. f.o.b. 
Twin Cities: Barrel type churns, 40-5 per 
cent from list, 

Clipping and Shearing Machines.— 
Sales are considered of average volume. 
Prices remain unchanged. 

Eaves Trough, Conductor Pipe and 
Elbows.—There is now a very heavy 
demand for this line as many homes 
started this spring are nearing com- 
pletion. Prices remain as last quoted. 

We quote from jobbers’ stocks, f.o.b. 


HARDWARE AGE 


volume of delayed orders is coming 
out, which makes the demand good for 
this season of the year. 


Snow Shovels.—The Owosso Manu- 
facturing Co., Owosso, Mich., has an- 
nounced new prices for next season, 
which represent a decline of 10 per 
cent from last year’s prices. 


Cleveland jobbers quote standard No. 34 
split handled steel snow shovels at $11 per 
doz.; No. 33, $10.25 per doz.; No. 3 wooden 
shovels, $4.25 per doz.; No. 20 split handled 
wood shovels, $6 per doz 


TWIN CITIES 


Twin Cities: Eaves trough, 28 gal., 5 in., 
lap joint, single bead, $4.50 per 100 ft.; 
3-in. conductor pipe, corrugated, $4.50 per 
a ft.; elbows, 3-in, corrugated, $1.55 per 
oz. 


Files.—Sales of files continue to 
show some improvement. Prices are 
stationary. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Nicholson files, 60-5 per cent; 
Arcade files, 70-2% per cent; Disston files, 
70-10 per cent. 

Galvanized Ware.—The demand for 
galvanized ware is showing improve- 
ment along with all other items of 
hardware stocks. Prices remain as 
for some time past. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Galvanized tubs, No. 1, $6.10 
per doz.; No. 2, $6.85; No. 3, $8; heavy 
galvanized, No. 1, $12; No. 2, $13; No. 3, 
$15; standardized 10-qt. galvanized pails, 
$2.15; 12-qt., $2.35; 14-qt., $2.70; 16-qt. 
stock pails, heavy, $6; 18-qt., $7.35. 

Glass and Putty.—The demand for 
glass and putty is of about average 
volume for this season of the year. 
Prices show no change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single strength glass, 84 per 
cent; double strength glass, 85 per cent. 
Putty in 50-lb, drums, $4.40 per cwt.; 25-lb. 
drums, $4.55 per cwt. 

Hose.—There is a very heavy de- 
mand for garden hose. Stocks are in 
good condition to meet the demand. 
Prices remain as last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Five-ply, 3.4-in., 1l%4c. per 
ft.; 3-ply, competition hose, 9c. per ft. 

Ice Cream Freezers.—Sales are now 
beginning to reach a_ satisfactory 
volume, although the unusually cool 
spring weather has delayed business in 
this line. Prices show no change. 


We quote from jobbers’ stocks, f.o. 
Twin Cities: Best grade, wooden tub, 4-q 
$4.13 each; 6-qt., $6.75 each. 


Lawn Mowers.—There is a very good 
demand for lawn mowers and some 
dealers have difficulty in keeping 
stocked up. Prices remain as last 
quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best standard grades, from 25 
to 30 per cent from list; medium grade, 
ball-bearings, from $8.35 to $9.50 each. 


Milk Cans.—Sales are considered of 
very satisfactory volume. Prices re- 
main the same. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Railroad milk cans, 5-gal., 
$2.25 each; 8-gal., $2.80 each; 10-gal., $2.95 
each, 

Nails.—There is an unusually good 
demand for nails, which is expected to, 
continue ‘throughout the building sea- 
son. No change in prices has been 
recorded, 

We quote from jobbers’ 
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Steel Traps and Chain.—New prices 
have been announced for next fall ship- 
ment. 


Cleveland jobb@rs quote No. 1 Victor 
trap at $1.83 per doz., and No. 1 Oneida 
jump traps at $2.20 per doz. 

Twist Drills —Jobbers. have marked 
down prices on twist drills, high speed 
drills declining about 20 per cent and 
carbon drills about 15 per cent. 


Cleveland jobbers quote carbon drills at 
70.10 per cent off list and high speed steel 
at 60.50 per cent off list. 


Twin Cities: Standard wire nails, $3.45 


base; cement coated nails, $2.80 base. 

Paper.—There is a very good de- 
mand for builders’ papers of all kinds. 
Stocks are in good condition. Prices 
remain firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: No, 2 tarred felt, $2.57 per 
ewt.; string felt, $1.42 per cwt.; red rosin 
sheathing, $2.19 per cwt. 

Poultry Netting.—While the peak of 
the sales for this season is probably 
over there is still a substantial volume 
of business being received. Prices 
show no change. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Hexagon poultry netting, 55 
per cent from standard lists. 


Rope.—The demand for rope con- 
tinues to be of very satisfactory 
volume. Prices have not changed for 
some time. 


We quote from jobbers’ stucks, f.o.b. 
Twin Cities: Pure manila rope, 19%c. per 
lb.; pure sisal rope, 164%c. per Ib. 


Sandpaper.—Sales of sandpaper 
have reached a very substantial volume, 
especially for such dealers as are able 
to supply the sash and door trade. 
Prices remain as for some time past. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grade No. 1, at $7.20 
per ream; second grade, No. 1, at $6.50 per 
ream; No, 1 garnet paper, $15 per ream. 


Sash Cord.—There is a very good 
demand for sash cord both for im- 
mediate and later delivery. Prices re- 
main as last quoted. 


We quote fiom jobbers’ stocks, f.o.b. 
Twin Cities: Best grades, 65c. per Ib.; ordi- 
nary grades, 36c. per Ib. 


Screws.—Sales of screws are of very 
good volume and are showing a steady 
gain. Prices remain as last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Flat head bright screws, 82%- 
10 per cent; round head blued screws, 80-5 
per cent; flat head japanned screws, 75-5 
per cent; flat head brass screws, 75-10-5 
per cent; round head brass screws, 75-5 per 
cent. 

Sash Weights.—There is now a good 
volume of business being done in sash 
weights both for immediate and later 
delivery. Prices show no change. 


We quote from jobbers’ stocks, 
Twin Cities: $2 per cwt. 


Solder.—Sales continue to be of fair 
volume. Prices show no change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Half and half solder, 23 
cents per lb. 

Steel Sheets—Demand for steel 
sheets is showing more improvement 
than for some time past. This is espe- 
cially true of sizes and grades used by 
automobile repair shops. Prices re- 
main firm. 

We quote from jobbers’ 


f.o.b. 


stocks, f.o.b. 
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TIE THIS BOOK to your counter 
where it will actually 
help to sell garage sets. 


MCKINNEY 
Hinges and Butts 
and Hardware 


Also door hangers and 
track, door bolts and 
latches, shelf brackets, 
window and screen hard- 
ware, cabinet hardware, 
steel door mats and 
wrought specialties. 


Send for your copy of this 
helpful book on garage doors 


T is not just a catalog. 
It’s a book that shows pic- 


‘tures of various kinds of garage 


doors—sliding-folding, swing- 
ing and around-the-corner types. 


‘It also shows simple working 


drawings which illustrate per- 
fectly how the different kinds of 
garage doors should be hung. 


Tie this book to your counter 
so you can show it to the cus- 
tomer who wants garage door 
hardware. From it he can in- 
stantly pick out the kind of door 
he wants. Then all you have to 
do is hand him the box contain- 
ing the McKinney Garage Door 
Hardware Set which goes with 
that kind of a door. 


Just that—and the sale is com- 
pleted. 

You save time, energy and 
trouble if you handle these 
McKinney Garage Door Sets. 
And you please your customers, 
because you help them to get 
just the right kind of a door, 
because you,save their time, be- 
cause you do not bring them 
back again for some forgotten 
detail of hardware, and because 
of the high quality of the hard- 
ware which you give them in 
these sets. 

Send for this book and hang 
it within reach of your custom- 
ers. It will sell garage sets for 
you. 


McKINNEY MANUFACTURING COMPANY, Pitrrssurcu 


Western Office, Wrigley Bldg., Chicago 


Export Representation 


MCKINNEY 


Complete Garage Door Sets 
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Paint Material Prices as Quoted in New York—June 12, 1922 
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Twin Cities: 28-gage galvanized sheets, 
$5.50 per ecwt.: 28-gage black sheets, $4.50 
per cwt. 

Tacks.—Sales are of average volume 


for this season of the year. Prices re- 
main firm. 


We quote from jobbers’ 
Twin Cities: American cut, 8 oz., 60c. per 
dozen packages; tinned carpet, 8 0z., 65c.: 
blued carpet, & 0z., 60c.; double pointed, 11 
0z., 32c. 

Tin Plate—A very good volume of 
business is now being received on tin 
plate. Prices are stationary. 


stocks, 


stocks, f.o.b. 


f.o.b. 


We 


quote from jobbers’ 





Arkansas Convention 
(Continued from page 68) 
their to the 


and significance 


overs 
dealer” was the fulcrum of Mr. Peter- 


son’s discourse. By reason of the 
speaker’s actual experiences and clear 
conception of the hardware business, 
his message was poignant and filled 
with good advice. 

The third session was devoted ex- 
clusively to an address by Floyd R. 
Todd, vice-president of Deere & Co., 
who was accorded a full house and close 
attention. Entertainment was provided 
by the jobbers and manufacturers of 
Little Rock. 


Election of Officers 


In the closing hours of the convention 
officers for the coming year were 
elected. The results were as follows: 
President, T. W. Johnson, Newport; 
vice-president, Jacob Hartz, Wheatley; 
treasurer, John W. Lee, Maivern; sec- 
retary, L. P. Biggs, Little Rock. Direc- 
tors: Arthur Westmoreland, Prescott; 
Hugh Mosley, Warren; J. A. Hayes, 
Paragould; Watt McKinney, Marvel; 
L. E. Metz, Altus; J. L. Hubbard, Bear- 
den; R. S. Sandford, Searcy; C. E. 
Weber, Huntington; John Hamilton, 
Poggott; William Mitchell, Morrilton; 
Marvin Graham, Fordyce. Delegates to 
Hamp 


the convention: E. E. Mitchell, 








Twin Cities: Furnace coke, 1CL 20 x 28, 
$13; roofing tin, IC 20 x 28, 8 Ib. coating, 
$13. 

Wheelbarrows.—Demand  is_ con- 


sidered to be quite satisfactory. Stocks 
are ample and prices remain firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Wood stave, fully bolted, $36 
per doz.; No. 1 tubular steel, $6.35 each; 
No. 1 garden barow, $5.40 each. 


Wire Cloth.—There is a very good 
volume of business still being done in 
wire cloth, although the highest volume 
of sales for the year has probably 


Williams, T. W. Johnson, L. P. Biggs. 

Little Rock was selected for the next 
meeting place and May was designated 
as the month. It was also decided to 
hold a series of group meetings during 
September to cover the enfire state, 
and plans were made to start a drive 
for new members. 


Paint Question Box 
(Continued from page 52) 


two or three coats of linseed oil with 
a small amount of drier added and 
that this should be rubbed in and 
then two coats of the very best 
grade of water proof floor added. 
The hardest problem in the business 
is a porch floor. 

We recently heard a clerk tell a 
customer, who had complained that 
the paint he had bought did not seem 
to stick, that the best thing to do 
was to put a little shellac in it. If 
she did the paint is full of cracks 
now. He should have told her to 
wash the surface. 

And so it goes in the paint depart- 
ments of the stores that we call on 
and nobody seems to care. Please 
be one of a hundred that send in a 
problem that has been giving you 
trouble and we will help you solve it. 


Reading matter continued on page 88 








passed as far as strictly retail sales 
are concerned. Prices remain firm. 


We quote from jobbers’ stocks. f.0.b 
Twin Cities: Black, 12 x 12 mesh. $2.10 per 
100 sq. ft.; galvanized, $2.40 per 100 sq. ft. 


Wire.—Demand is somewhat better 
though not of as large volume as could 
be wished. Prices remain same as last 
quoted. 


We quote from jobbers’ stocks, f.0.b 
Twin Cities: Barbed wire, 80-rod spools, 
painted cattle, $2.95; galvanized cattle, 
$3.34; painted hog wire, $3.16; galvanized 
hog wire, $3.58; smooth black annealed No 
9, $3.30 per cwt.; smooth galvanized an- 
nealed No. 9, $3.80 per cwt. 






Lou Heckler to Entertain 


The June meeting of the Pittsburgh 
Retail Hardware Dealers’ Association 
will be in the nature of an outing to 
be held at the country home of Louis 
J. Heckler, Heckler Bros., hardware 
dealers, who lives at Greentree bor- 
ough, about four miles from the Pitts- 
burgh city limits. Plans have been 
made for entertainment of various 
kinds for the members of the associa- 
tion and their wives and sweethearts, 
this to consist of music, dancing, mov- 
ing pictures and a radio concert. Lou 
is a radio fan, and some time ago in- 
stalled a very costly set in his home. 
There will also be billiards and horse- 
shoe pitching contests and other enter- 
tainments, and a buffet luncheon will 
be served. There will be cigars for 
the men and boxes of candy for the 


ladies. No meetings of the Pittsburgh 
association will be held in July or 
August. 


Boston jo bing houses have been 
notified that the Champion Horseshoe 
Co., Pawtucket, R. I., has been ab- 
sorbed by the Phoenix Horse Shoe Co., 
Poughkeepsie, N. Y. 


Roy C. McKenna of McKenna Brass 
& Mfg. Co., Pittsburgh, has been 
elected president of the University of 
Pittsburgh alumni. 
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Your Customers Want 


Durable Screen Cloth 


Your customers are interested in durabifty when they 
are buying screen cloth for permanent buildings. Sell 
them Jersey Copper Screen Cloth which has passed the 
most severe durability test—use in the constant moisture 
of the sea coast, lake shore, or tropics. 


The reason for the unusual life of Jersey Copper Screen 
Cloth is simply that it is made of the most durable metal 
commonly used by man—copper, 99.8% pure. Jersey 
Copper Screen Cloth does not bulge like ordinary cop- 
per screen cloth. A special Roebling process, which 
gives it tensile strength and stiffness that compare favor- 
ably with steel, prevents that. Your customers can find 
in Jersey Copper Screen Cloth wearing qualities that 
no other screen cloth possesses. 


We can supply our dealers with advertising material to 
help them sell Jersey Copper Screen Cloth. Our nearest 
branch office or agency (they are distributed throughout 
the country ) will take care of your requirements. Write 
today. 

THe New Jersey Wire CLotH Company 


620 South Broad Street 
Trenton New Jersey 
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Springford Heads Steel & 
Tube Co. 


Herbert H. Springford, whose elec- 
tion as president the Steel & Tube Co. 
of America has been recently an- 
nounced, has been with the Goodyear 
Tire & Rubber Co. at Akron, Ohio, for 
the past year. He was made treasurer 
of that company when New York, Chi- 
cago and Cleveland bankers took con- 
trol under an $85,000,000 re-financing 
program. In December, 1921, Mr. 
Springford was appointed also special 
assistant to the president and, during 
the latter’s absence on an extended 
business trip to South America, as- 
sumed active charge of the Goodyear 
plant. 

Prior to going to Akron, Mr. Spring- 
ford was for eighteen years identified 
with the Schlesinger interests at Mil- 
waukee, having started as an account- 
ant, and rising to the position of assist- 
ant to the president and assistant 
treasurer the Steel & Tube Co. of 
America. 

Frank F. Corby, who recently was 
elected to the board of directors and 
made vice-president in charge of sales 
of the firm has been general manager 
of sales of that company since its or- 
ganization about four years ago, and 
for twenty years prior to that was 
sales manager of the Mark Mfg. Co. 
B. T. Bechtel, formerly assistant gen- 
eral manager of sales, has been made 
general manager of sales, succeeding 
Mr. Corby. 


Plumb Heads King Sales 


H. H. Plumb has been appointed 
sales manager of the King Tool Co., 
Asbury Park, N. J., in place of D. H. 
Hallowell. 


Moorehouse Heads Branch 


Percy F. Moorehouse, Bigelow & 
Dowse Co., Boston, shelf hardware, has 
been made manager of the Springfield, 
Mass., branch store of that firm. Ralph 
F. Decateur, formerly manager, has 
assumed Mr. Moorehouse’s territory. 


Jacobus to Expand Business 


Plans for the expansion of its busi- 
ness are being formulated by William 
H. Jacobus, manufacturers’ representa- 
tive and jobbing firm, 81 Walker Street, 
New York City. According to George 
R. Jacobus, manager of the firm, and 
Philip W. Sheridan, special sales repre- 
sentative, new lines are being added 
and more salesmen are being sent out 
to cover the retail hardware trade in 
the metropolitan territory, and in the 
New England and Middle Atlantic 


States. Tools, housefurnishings, a gen- 
eral line of builders’ hardware, and a 
number of hardware specialties are to 
be added. 


Death of Elmer E. Hull 


Elmer E. Hull, for many years with 
the Cincinnati Tool Co., Norwood, Cin- 
cinnati, Ohio, died at his home in 
Arlington Heights, Cincinnati, Ohio, 














Elmer E. Hull 





May 7, at the age of sixty-one years. 
His death was caused by paralysis after 
an illness of four months. 

Mr. Hull was born in Knox County, 
Missouri, July 1, 1861. He was married 
Oct. 18, 1891, to Eva A. Wood of La 
Plata, Mo., who survives. He became 
associated with the Cincinnati Tool Co. 
in 1896 and was one of the best known 
and best liked salesmen calling upon 
the hardware trade. While he had 
visited the trade during the past 
twenty-five years throughout the 
United States, Canada and Cuba, for 
the past fifteen years he had devoted 
almost his entire time to the Eastern 
states. 


C. M. Burgess Heads Burgess- 
Norton Mfg. Co. 


Word has been received that C. M. 
Burgess, formerly sales manager and 
assistant-treasurer of the Burgess-Nor- 
ton Manufacturing Co., Geneva, IIl., has 
been elected to the presidency of the 
firm. Mr. Burgess succeeds his father, 
the late Frank A. Burgess, who died 
on May 13. 


Winchester Dealers Will Meet 
in New Haven, Conn. 


For several months Winchester peo- 
ple at New Haven have been busy 
making arrangements for the second 
annual convention of the National As- 
sociation of Winchester Clubs, which 
is to be held there on June 26 to 29 in- 
clusive. Invitations were sent out 
early in May, and it is understood that 
the response has been highly gratify- 
ing. Present indications are that the 
coming convention will far eclipse the 
records made in 1920, when about 1000 
Winchester dealers assembled at New 
Haven for their first convention. The 
National Association of Winchester 
Clubs has been granted important rate 
concessions by the railroads. Special 
cars and trains will carry Winchester 
dealers from practically every impor- 
tant traffic center in the United States. 

During the afternoon of June 26, all 
of the next day and morning of the fol- 
lowing day the various groups of Win- 
chester dealers will meet alternately in 
conference sessions, tour the shops, see 
motion pictures showing how Winches- 
ter’s standard products are manufac- 
tured, and inspect the complete line of 
Winchester products which will be set 
up in a display room at the plant. On 
June 29 addresses will be made by 
representatives of the factory and sales 
organizations; also by Winchester deal- 
ers from various parts of the country. 
The scene will shift to Woolsey Hall on 
the evening of the 27th. There the 
intricacies of radio will be explained, 
and there will be a special entertain- 
ment with moving pictures designed 
particularly to suit the interests of 
Winchester guests. 


J. J. Alsfasser Passes Away 


J. J. Alsfasser, treasurer Devoe & 
Raynolds, Inc., died May 30 at his 
home in Pecatonica, Ill. He had been 
actively interested in his work almost 
until the end and his death was sudden 
and quite unexpected. The interment 
was made at Pecatonica June 1, 1922. 
He leaves a wife and two children. 

Mr. Alsfasser was known as one of 
the pioneers in the paint business and 
he leaves a host of warm friends and 
acquaintances. His activities with the 
company, of which he was treasurer, €x- 
tended over a period of about thirty 
years. He started as a bookkeeper and 
worked up to credit manager, and then 
later became treasurer of the company. 
He has always made his home in Chi- 
cago and was well known in the busi- 
ness circles of that place as well as out- 
side, as his firm’s interests are very 
broad. 
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More Revenue 
for Hardware Stores 


Easy to sell—Takes but little space 


Hardware men are now wide-awake to the profits to be made in the metal pencil , 
business, and Parker Pencils are in highest favor with the trade because of their £7 


iy 


simplicity and mechanical perfection. 


Repair objections which kept many hardware dealers out of the pencil business at first, 


practically do not exist with the Parker line. Write at once for proposition including neat 


ARIGER 


Pencils 


Display Case or Counter Case. 


EORGE S. PARKER waited until he had 
perfected a better pencil before putting the 
Non-Clog Parker on the market—he was not 
content to offer dealers“ just another pencil,” dif- 
ferent only in narae. 


The Parker Non-Clog Pencil positively over- 
comes the trouble-making defects which have 
appeared in pencils hurried on to the counter. 


Users of Parker Pencils are boosters; dealers 
feel it in increased sales and more net profit from 
the Parker line. 


These are a few of the improvements which 
give the Parker Pencil its leadership, 


1. No solder used in the construction. 


2. Built with jeweler’s precision so that 
parts are interchangeable. 


3. Bayonet lock cap which stays locked 
or comes off in an instant when lock 
is released. 


4. Non-clog grip that can’t jam. Propels, 
repels and expels the lead. 


5. Long tapered point which looks well 
and gives ease in writing. 


6. Guaranteed against defective mate- 
rial or workmanship for one year. 


Made in Four Metal Finishes 
Three Styles and Sizes 


Parker Non-Clog Pencils are made in four metal finishes— 
Triple Plate, Sterling, Yellow Gold Plate and Green Gold 
Plate—individual patterns in each metal finish. Each number 
of the line is available in three styles: full length with clip; 
_ medium length with clip; medium length with ring. 


Write for details of our 
attractive combination plan 
for Hardware Stores 


Made with 
Jeweler’s Precision— 


has lead ejector and non- 
clog lead grip that 
works both ways. 


Plain Pattern— 
made in four 
metals and three 
styles. 101, $1.50; 
301, $2.50; 501, 
$3.00;401,$4.00. 


Triple Plate Pat- 
tern—made in 
three styles. No. 
106, illustrated, 
$1.75. 


Sterling Pattern— 
made in three 
styles. No. 309, il- 
lustrated, $3.50. 


FotowGels aioe / ? 
‘attern—made in d 
three styles. No. Y Mail 
504, illustrated, TTT) 
; PARKER PEN CO. H. A.-f 
JANESVILLE, W1s, 
Please send dealer's combination plan, de- 


scriptive literature and price list covering the 
full line of Parker Non-Clog Pencils 


Green Gold Plate Name_ ———— 
Pattern— made in 
three styles. No ££ A es a ee a ee 
$12, EMustonsed ij 

and engraved, Cit 
$7.50. meee 








CHICAGO NEW YORK 


THE PARKER PEN COMPANY : JANESVILLE, WISCONSIN 


SAN FRANCISCO SPOKANE 

















New Line Nickel Mountings for 
Pyrex 


The Middletown Silver Co., of Mid- 
dletown, Conn., has placed on the 
market the Kirby-Kraft line of nickel 
silver mountings for Pyrex. This prod- 
uct consists of an entirely nickel silver 
base completely nickel plated. The 
whole frame, including handles and 
feet, is silver soldered. Being silver 
soldered it is said that the frame will 
stand any degree of heat, making it 
practically impossible to detach any of 
the mounts. 

Kirby-Kraft frames are made to fit 
all sizes of Pyrex. Casseroles, both 
round or square, pie plates, and the 
like, may be obtained in several designs 
and after various patterns. This at- 
tractive innovation in Pyrex frames 
combines endurance against high oven 
heats with servicability and comeli- 
ness. 

The Kirby-Kraft line of mountings 











Two Kirby-Kraft Mountings for Pyrex 


has been designed especially for the 
hardware trade, and is being and will 
be distributed exclusively through reg- 
ular hardware jobber channels. 


Accidental Paint Spillage 
Checked 


Painters are afforded increased con- 
venience and safety by displacing the 
oil separate pail method with the non- 
tilting paint pot devised by the Indus- 
trial Metal Ware Manufacturing Co., 
Cincinnati, Ohio. The Judway non- 
tilting paint pot is equipped with one 
% section compartment, and two %4 
section compartments, affording the 
equivalent of three ordinary paint pots 
usually employed on a job of trim work. 
Brush clips fasten the brushes to the 
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side of the color compartments to which 

they belong, preventing any accident 

to the brush falling into the paint or 

outside the pot. Offset brush clips are 

furnished for the % section compart- 
Compartment 


Compartment 
Compartment 


THE LOCK BAIL 
The Judway Non-tilting 
Paint Pot 
ments, and straight brush clips for the 
% section compartments. 

The paint pot strainer which is 
equipped with brass wire gauze, is de- 
signed to telescope the paint pot to a 
depth of one inch from the top through 
clips provided. The Judway paint pots 
are made without soldered joints in 
order to withstand cleaning with blow 
torch or other means without damage. 


Removes Headlight Glare 


Every automobilist is familiar with 
the dangerous headlight glare from an 
approaching auto and the disagreeable 
glare through the wind shield from the 
sun’s bright rays on a pleasant day. 

The simplicity of the Fulton Glare 
Shield shown herewith makes an appeal 
to the auto owner. It is readily and 


ic 


| 
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Se 
Fulton Glare Shield 


easily attachable to almost any wind 
shield and the soft green light diffused 
through the glare shield effectually 
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overcomes all bright lights. The 
item is being placed on the market by 
The Patent Novelty Company of 
Fulton, Ill. 


New Swinging Ringer Washer 


Announcement comes from The Voss 
Bros. Mfg. Co., Davenport, Iowa, that 
they are making a new electric washer 
with a four position, all metal wringer 
with solid aluminum drain board, under 
the trade name, “Voss.” This washer 
is very compact; it takes up a space of 
only 25% inches with bench folded 
down. With extended bench, it meas- 
ures 25% x 43 inches. Driving mechan- 
ism is inclosed in a heavy steel cabinet 
with angle iron reinforcements. The 
tub is of a six sheet capacity, and is 
made from 1% inch selected Louisiana 
Red Cypress staves. The tub is on an 
incline plane to insure full and easy 
draining. 

The driving mechanism is a simple 
cut gear transmission. It hasa flat belt 
drive with an automatic belt tightener. 


Voss Washer with Four-Position 
All-Metal Wringer 


When lowered the folding bench acts 
as a guard for the mechanism. There 
is place for an extra tub or basket on 
the bench, which is made from gal- 
vanized iron painted gray. The electric 
motor used in the Voss washer is % 
horsepower special design. Sufficient 
power is supplied to operate both 
wringer and washer at the same time. 


Steel Frame Riveted Skid 


Cowan Steel Frame Skids are being 
made by Rickard & Co., Inc., 25 Spruce 
St., New York City, to displace the old 
cumbersome home made skids which re- 
quire time and expensive labor to con- 
struct, and begin to deteriorate from 
the moment they are built. 

The foundation of the skid is made 
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Barn 


Door 
Hangers 


Used on this model barn 


Just out of Aurora, Illinois, is Mooseheart, the famous industrial 
school home of the Loyal Order of Moose. Here the orphaned chil- 
dren of former members of the order are prepared to become either 
artisans or farmers. 








At Mooseheart they believe in efficiency. That is undoubtedly the 
reason for the selection of Richards-Wilcox barn door hangers, on 
which are hung the doors of the model dairy barn pictured above. It 
is a significant fact that R-W hangers are to be found on model 
barns from Maine to California. 


The entire farm world is familiar with the superiority of R-W 
hangers. Farmers everywhere know that barn doors so hung are 
easy to operate, never get out of order and always remain weather- 


tight. 


You will find it very profitable to sell these 
RICHARDS favorably-known hangers. Because of the 
WILCOX 
al lasting satisfaction which they give, every 
rod 
Eo} sale you make soon leads to another. Write 
*URORP today for a copy of our barn door hanger 


catalog. 
©. 
AURORA, ILLINOIS.U.S.A. 
Angeles 


Minneapoks Chicage New York Cleveland Les 
Philadeiphia Boston St. Louis indianapolis SanFrancieco 
RICHARDS-WILCOX CANADIAN CO If 
Winnipeg LONDON, ONT. Montreal 


« Slidetite”’ g a 
Manufactured by Richards-Wilcox, 2 
is the original sliding-folding gar- 


age door hardware. § ee y AS ; 
cngueneeieecann amma + te AUN UNNNONONUALINL 


“‘ Slidetite’’ 


‘4 oN Is the most widely imitated garage 
2 door hardware. “Imitation is the 


sincerest form of flattery.” 
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of heavy angle iron, insuring strength 
and rigidity. The planking is made to 
withstand heavy usage. Through each 
plank passes four countersunk bolts se- 
cured to the angles by means of nuts 
and lock washers. The shoes are made 
of malleable iron and bear against the 
top and sides of the angle iron frame. 
The skid is maintained at a convenient 

















The Cowan Steel Frame Skid 


height from the floor. Each leg is held 
to the frame by two rivets and two 
bolts that pass entirely through both 
frame and planking. The legs are 
placed at the extreme ends to give maxi- 
mum road clearance between them. 


To Keep the Ford Running 
Right 

You use a timer or commutator to de- 
liver a strong electric current through 
the coils and to each cylinder at the 
proper time, for the purpose of getting 
the greatest amount of power with the 
least consumption of gasoline. Timer 
troubles may usually be attributed to 
short-circuiting and misfiring, due to 
wires becoming oil soaked and roller or 
timer race becoming warm. The Alpha 
Timer, manufactured by The Alpha 
Timer & Accessories Co., 13 St. Paul 
St., Baltimore, Md., possesses the feat- 
ure of having no wires exposed. If 
cleaned occasionally, it is claimed to 












































PROTECTED BY U. 8, PAT. 1,378-8633-—1921 


Alpha Timer for Ford Car, Truck or 
Tractor 


give constant service and satisfaction 
throughout the life of the car. 

Alpha timers are said to be very 
simple in construction. The time re- 
quired to install is negligible, and it 
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does not require mechanical skill to 
install or clean them. The wires from 
the timer to the coils on the dash are 
incased in flexible metal tubing, afford- 
ing protection from oil and water. Con- 
tact plugs and lead wires are molded in 
the Bakelite Disc, which does not ab- 
sorb oil or water. The special metal 
alloy brush alloyed with graphite re- 
quires no oiling and makes a positive 
contact. It sweeps the surface of the 
dise clean, giving the full strength of 
the spark. 


A Wedge That Will Not Slip Out 
of Frozen Timber 


Wedge users will be interested in the 
new Splitting and Saw Wedge which 
is being made by The George Loucks 
Co., Dolgeville, N. Y. The ever-present 
inconvenience of the old method is the 
constant jumping or slipping out of 
frozen timber; the chief merit of the 





New Splitting and 
Saw Wedge 


new wedge is that it will not jump out 
once it is driven in. The special point 
and side fins in the Splitting and Saw 
Wedge are so shaped and arranged that 
it holds fast wherever driven. 

This wedge is made of drop forged 
steel and hardened to withstand rough 
usage. It comes in two sizes: A five 
pound splitting and a 1% pound saw 
wedge. 


Audiophone or Loud Speaker 

The Bristol Company of Waterbury, 
Conn., has recently produced and placed 
on the market a Loud Speaker Horn 
under the trade mark name “Audio- 
phone” for receiving radio concerts, 
speeches, etc. While the Audiophone 
is a comparatively new development in 
the radio field, it is not an experiment 
but the result of thirty years experience 
in the development and manufacture of 
precision recording and indicating in- 
struments, and six years research work 
in sound reproduction. The Audio- 
phone is the result of long and careful 
research work carried out at the Re- 
search Laboratories of The Bristol 
Company, to develop a loud speaker 
for use with the new Bristol Talking 


Moving Pictures, which are soon to be 


placed before the public. The result 
of this research produced a_ loud 
speaker which gives a large volume of 
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amplified sound, and yet faithfully 
reproduces the original. 

The Audiophone is of a compact and 
artistic design finished in bronze. The 
bell of the horn is fifteen inches in 
diameter. The complete design of the 
bell, neck and electrical characteristics 
of the receiver box, together with 
materials used, are such as to produce 
a loud speaker with a natural, clear 
tone. Songs, speeches, announcements, 
conversation and instrumental music 
are reproduced by it with clearness and 
audibility. 

It is rugged and simple in construc- 
tion, thus insuring durability. It re- 
quires no separate storage battery for 
magnetizing current. In order to 
make the horn suitable for all types 
of radio amplifier circuits, a trans- 
former is mounted in the base which 
provides the impedance about equal to 
that of the vacuum tube amplifier, into 
the plate circuit to which the horn is 
connected. When connected to a third 
stage of amplification operating on 100 
volts or over, the volume of sound is 
great enough to be easily heard in a 
room seating five hundred people. For 
smaller rooms, such as in private 
houses good results are obtained from 
the Audiophone when connected with a 
two stage amplifier. 

One watt is required by the Audio- 
phone to give full volume, therefore, 
the amplifier must be so designed to 
have a high voltage in at least the last 
stage or better still to operate with 
high voltage on all tubes. 

The Audiophone can be used in con- 
nection with the special phonograph 
record Transmitter and Control Box, 
for amplification of the voice or on 
phonograph _ records. This Trans- 


mitter and Control Box will soon be 
placed upon the market, thus affording 
a double use for the Audiophone. It 




























Audiophone 
can be readily applied to any style of 
phonograph to electrically reproduce 


from the record the music, voice, etc., 
which was used in making the original 
master record. 
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This Display Board Starts the Sale 


Six styles of Blackhawk Q. D. Wrench Handles and sixteen sizes 
of sockets (square and hexagon) are shown on this display board. 
The board is handsomely lithographed on metal and attracts at- 
tention to the wrench display. Hardware dealers report that it is 
an unusually good sales maker. 


Any of the sixteen sizes of sockets fit any of the six styles of 
handles. This convenience appeals instantly to every user of 
wrenches. The back of the display board has eighteen compart- 
ments for keeping your stock of sockets in a handy, orderly way. 








This Demonstration Closes the Sale 


Show a customer how easy it is to change socket sizes and right there the 
sale is made. The socket snaps on or off the handle in an instant. . The com- 


plete assortment consisting of thirty-six handles, ninety sockets and three 
universal joints, with display board, costs you $43.20 and you make a profit 
of $28.80 or 6624% on your investment. Your jobber can supply you or 
order direct from us mentioning your jobber’s name. 


Manufactured by 


AMERICAN GRINDER MFG. CO. 
Milwaukee, Wis. 


Exclusive Sales Representatives C. N. & F. W. Jonas 


BLACKHAWK 


Q.D. SOCKET WRENCHES (H 
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Two New Rigney Products 


The Rigney Catch Mfg. Co., Battie 
Creek, Mich., announce the No. 10 Rig- 
ney Door Holder. The catch works 
instantly, grips tight and is easy to 
apply. It can be placed anywhere 
along the door-rail away from floor 
and sweeping. This catch does away 






























No. 


with using flat irons or chairs to keep 
doors from slamming shut. These are 
made in oxidized copper, brush brass 
and nickel plated finishes. 

The No. 20 Screen and Storm Door 
Catch illustrated herewith perform the 
same function as the door holder. They 
are packed one dozen in a box complete 
with screws and are in japanned finish. 

The No. 30 is the same style as the 
screen door catch but made of % inch 
material and are used on cupboards or 
lockers. The No. 40 is made of % inch 
material for heavy cupboard doors. 

The No. 50 is used on storm or screen 
sash. The sash is removable by pulling 
down and enables the cleaning of 
windows without trouble. The spring 
tension holds the frame solidly in place 
at the top while only a hook and eye 
are necessary to hold the frame in 
place at the bottom. These are also 
packed one dozen to the box with 
screws and are japanned finish. 


Wall Case of Kitchen Knives 


Three kitchen knives of the R. 
Murphy Stay Sharp line that are 





Wall Case for Knives 


especially popular are the three known 
as “French Cook,” “Square End” and 
“Sharp Point,” covering each individual 
range of usefulness in the kitchen. R. 
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Murphy’s Sons Co., Ayer, Mass., are 
furnishing them in a handsome and 
convenient imitation leather wall case, 
to match rubberoid or natural wood 


handles. 

The “Square End” knife is especially 
useful in cutting and marking dough, 
removing the ends from string and wax 
beans, and cutting corn from the cob. 
The “French Cook” is used for all kinds 


of paring and in cutting fruit, etc., and 


the “Sharp Point” is of especially all- 
around use. 


No Lifting of Water—No Wash- 
day Backache 


Simple of operation and attractive 
of design is the self-draining tub and 
bench, an ingenious contrivance which 
eliminates the drudgery and backstrain 
from lifting heavy tubs of water. Voss 
Bros. Mfg. Co., Davenport, Iowa, are 
the manufacturers. 

Owners of swinging wringer wash- 
ers who do not have the stationary 
tubs, need no longer worry about 
emptying the water from rinsing or 
bluing tubs from makeshift benches. 

The Voss self-draining tubs were de- 
signed with a view to supplying swing- 
ing wringer washer owners with the 
same conveniences offered by the sta- 
tionary tub equipment. The tubs tele- 
scope and bench folds up compactly in 
a small space. The bottoms of the 
tubs are smooth and funnel into a 
central apex to facilitate draining. The 
tubs are built of 26-gage tight coated 
galvanized iron. Seams are folded and 

















Voss Self-Draining Tub and Folding Bench 





soldered. The fix-drain drops from 
the center of the bench, and may be 
coupled with a movable drain which 
may lead directly into the drain in the 
laundry or into pails. 

When not in use the tubs may be 
telescoped and the bench folded to oc- 
cupy a minimum of space. 


Improved Flat Extension Cur- 
tain Rods 


Both single and double flat curtain 
rods are manufactured by The Turner 
& Seymour Mfg. Co., Torrington, 
Conn., under the trade name, “T & S”. 
These rods are made in two extensions: 
26 to 48 and 36 to 63 inches. Varia- 
tions in projections from the window 
are from 1% to 3% inches. They are 
finished in T & S satin, in dull colonial 
brass or sanitary, washable white 
enamel. 
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“T & S” curtain rod brackets are so 
designed that they are simple and in- 
conspicuous, though they are claimed 
to be equally durable and efficient. A 
strong bodkin end on the rod re- 
enforces the rod, and affords a rigid 
connecting link with the bracket. It 
also forms a smooth end that permits 
of very easy shirring of the curtains 












“T & 8” Single Flat Extension Rod 


“T & 8” Double Flat Extension Rod 


onto the rod. This new device is con- 
venient and desirable, besides being 
very attractive. The swinging exten- 
sion sash rod serves equally well for 
any window or any room regardless of 
size. 


Making Holiday Packing and 
Display Attractive 

Aluminum utensils make an ideal 
gift not only at Christmas but at any 
season of the year. Dealers may in- 
crease the sales power of these products 
by displaying them in the attractive 
lithographed design for containers pre- 
pared by the Aluminum Goods Mfg. 
Co., Manitowoc, Wis. 

This is a new holiday design in four 
colors which sets off the bright 
aluminum ware in strong relief. Espe- 
cially attractive window and show case 
displays may be arranged easily 
through the rich color effect of these 
containers. 


Two Guns in One 

Marble’s game getter is again on the 
market. It is compact, easy to carry, 
and serviceable to every man who seeks 
enjoyment in the open. 

It can be strapped under the coat and 
carried all day without discomfort. It 
can be put in a suit case and taken on 
trips when its owner would never think 
of carrying an ordinary rifle or shot 
gun. 

The game getter is two guns in one— 
upper barrel is .22 cal., rifled; lower 
barrel, .44 cal. and .410 gage, smooth 
bore, for shot or round ball; accurate 
.22 for rabbits, birds, etc., it almost 
equals a .28-gage shot gun. Three 
lengths of barrel are offered—12, 15 

















Marble’s Game Getter 


and 18-in. A leather holster is in- 
cluded. 
The game getter is made by Marble 


Arms & Mfg. Co., Gladstone, Mich. 
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GATES BELTS 


‘The Standardized Fan Belt’’ 





Save half your selling 
time by simply tell- 
ing your customer— 
“More motorists buy 
Gates Vulco Belts 
than all other fan 
belts put together.” 
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Notes of the Retail Hardware Trade 











ASHLAND, ALA.—The Anniston Hard- 
ware Co. and the Farmers Hardware 
Co. have been consolidated and will 
continue business as the Ashland Hard- 
ware, Inc. T. D. Boynton is president; 
C. C. Workman, vice-president and 
manager, and H. M. Sproull, secretary 
and treasurer. Catalogs requestde on 
the following: Automobile accessories, 
automobile tires, barn equipment, bath- 
room fixtures, belting and packing, bi- 
cycles, builders’ hardware, building 
paper, churns, cream separators, crock- 
ery and glassware, cutlery, dairy sup- 
plies, dynamite, electrical household spe- 
cialties, electrical supplies and equip- 
ment, farm implements, flashlights, fish- 
ing tackle, furnaces, garage hardware, 
gasoline, gasoline engines, guns and 
ammunition, harness, heating stoves, 
heavy hardware, incubators, insecti- 
cides, kitchen cabinets, kitchen house- 
furnishings, linoleum and oilcloth, lu- 
bricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, plumbing de- 
partment, poultry supplies, prepared 
roofing, pumps, refrigerators, shelf 
hardware, silverware, sporting goods, 
stoves and ranges, tin shop, toys and 
games, washing machines and wheel 
toys. 

PORTLAND, CONN.—H. W. Ellsworth’s 
Sons, 264 Main Street, composed of H. 
W. Ellsworth, Jr., and Clarence 
Ellsworth, are successors to H. W. Ells- 
worth, Sr. 

FiorA, IND.—The Budrow Hardware 
Co. has opened a store here, carrying 
a line of barn equipment, belting and 
packing, builders’ hardware, churns, 
cream separators, cutlery, dairy sup- 
plies, electrical household specialties, 
electrical supplies and equipment, farm 
implements, flashlights, fishing tackle, 
furnaces, garage hardware, gasoline, 
gasoline engines, guns and ammu- 
nition, hammocks and tends, har- 
ness, heating stoves, home barbers’ 
supplies, incubators, insecticides, kitchen 
cabinets, kitchen housefurnishings, lu- 
bricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, poultry sup- 
plies, pumps, refrigerators, shelf hard- 
ware, sporting goods, stoves, ranges and 
washing machines. 

PORTLAND, IND.—The Huffman Hard- 
ware Co., 205-207 West Main Street, is 
successor to Beebe Bros. The business 
is both wholesale and retail in the fol- 
lowing: Automobile tires, barn equip- 
ment, bathroom fixtures, belting and 
packing, bicycles, builders’ hardware, 
building paper, churns, cream separa- 
tors, crockery and glassware, cutlery, 
dairy supplies, dynamite, electrical 
household specialties, electrical supplies 
and equipment, flashlights, fishing 
tackle, garage hardware, gascline, gaso- 
line engines, guns and ammunition, 
hammocks and tents, heating stoves, 
heavy hardware, home barbers’ sup- 
plies, incubators, insecticides, kitchen 
cabinets, kitchen housefurnishings, lu- 
bricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, poultry sup- 
plies, prepared roofing, pumps. refrig- 
erators, sewing machines, shelf hard- 
ware, silverware, sporting goods, stoves 
and ranges, tin shop, toys and games, 


washing machines and wheel toys. 
Catalogs requested. 

ASHLAND, KAN.—Railing & Knox 
have taken over the stock of C. F. 
Railing. 

Osweco, KAN.—The J. L. Trollope 
Hardware is purchaser of the stock of 
hardware and implements of W. N. 
Reynolds & Son. 

MONROE, LA.—The Marx Hardware 
Co., Inc., has been incorporated to deal 
in automobile tires, bicycles, builders’ 
hardware, electrical household special- 
ties, electrical supplies and equipment, 
flashlights, fishing tackle, mechanics’ 
tools, shelf hardware and_ sporting 
goods. The capital stock is $10,000 and 
Joseph Marx and others are the incor- 
porators. Catalogs requested on a line 
of sporting and Boy Scout goods, shelf 
hardware and specialties. 

BROCKTON, MAss.—The Babbitt-Hard- 
ware Co., 54-56 Centre Street, has been 
incorporated to do both a wholesale and 
retail business, with a capital of $50,- 
000. Lewis F. Harding : nd others are 
the incorporators. Catalogs requested 
on builders’ hardware, farm imple- 
ments, flashlights, fishing tackle, 
garage hardware, guns and ammuni- 
tion, heavy hardware, home barbers’ 
supplies, insecticides, lubricating oils, 
mechanics’ tools, paints, oils varnishes 
and glass, poultry supplies, prepared 
roofing, pumps, shelf hardware, silver- 
ware and sporting goods. 

PITTSFIELD, Mass.—The Berkshire 
Hardware Co., 156 North Street, de- 
sires the name and address of the man- 
ufacturer of the “Mack” horse shoe, 
with pad in the center. 

St. Hivarre, MINN.—The Bergh- 
Thorwick Hardware Co. has purchased 
a hardware business here. 

BROOKLYN, N. Y.—Benjamin  S. 
Carey, 745 Franklin Avenue, ‘has dis- 
posed of his stock to M. Lieberman. 

Homer, N. Y.—The Williams Hard- 
ware Co. has changed the firm name to 
the Homer Hardware Co. Catalogs 
requested on a line of general hardware. 

MIDDLEBURGH, N. Y.—R. W. Cornell 
is successor to Cornell & Son. 

Osweco, N. Y.—Charles W. Dings’ 
hardware stock at 173 West First Street 
was damaged by fire. 

PENN YAN, N. Y.—The Horton-Vann 
Hardware Co., 128 Jacob Street, is suc- 
cessor to E. L. Horton. The business 
is both wholesale and retail in the fol- 
lowing: Automobile tires, barn equip- 
ment, belting and packing, builders’ 
hardware, building paper, churns, 
cream separators, dairy supplies, farm 
implements, flashlights, furnaces, gar- 
age hardware, gasoline engines, har- 
ness, heating stoves, heavy hardware, 
insecticides, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
poultry supplies, prepared roofing, 
pumps, refrigerators, shelf hardware, 
stoves and ranges, tin shop, washing 
machines and wheel toys. The new 
officers are E. L. Horton, president; 
T. W. Vann, vice-president, and D. C. 
Vann, secretary and treasurer. 

PHOENIX, N. Y.—Moyer Bros., for 


many years a partnership, has been dis- 
solved. The business will be conducted 
under the old style by Byron L. Moyer. 

KANNAPOLIS, N. C.—The Kannapolis 
Store Co. has moved to a new location. 
Catalogs requested on dairy supplies. 

MASSILLON, OHIO.—B. B. Willard 
and R. D. Demmer will open a hard- 
ware store on Main Street, about July 
1, handling a line of general hardware, 
paints, oils and varnishes, glass, pipe 
and fittings, mill supplies, sporting 
goods and _ automobile accessories. 
Catalogs requested. 

COVINGTON, OxLaA.—A. H. Squires 
has commenced business here, dealing 
in hardware, harness and implements. 


HENRYETTA, OKLA. — The Clark- 
Darland Hardware Co. has taken over 
the stock of the Buchanan Mercantile 
Co. 

Sioux Fauis, S. D.—The Maxwell 
Hardware Co. has purchased a four- 
story building on South Phillips Ave- 
nue, which will be used by the occu- 
pants for the present. Later, the com- 
pany plans on occupying the entire 
building, devoting the second floor to 
sporting goods and the third floor to 
housefurnishings. The concern’s busi- 
ness is both wholesale and retail. 


ATHENS, TENN.—The Lackey Keith 
Gettys Hardware Co. has established 
itself in business here, dealing in the 
following lines: Automobile accessories, 
automobile tires, barn equipment, bath- 
room fixtures, belting and packing, 
bicycles, builders’ hardware, building 
paper, churns, crockery and glassware, 
cutlery, dairy supplies, dynamite, elec- 
trical household specialties, electrical 
supplies and equipment, farm imple- 
ments, flashlights, fishing tackle, fur- 
naces, garage hardware, gasoline en- 
gines, guns and ammunition, harness, 
heating stoves, heavy hardware, home 
barbers’ supplies, kitchen cabinets, 
kitchen housefurnishings, linoleum and 
oilcloth, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
plumbing department, prepared roofing, 
pumps, refrigerators, sewing machines, 
shelf hardware, silverware, sporting 
goods, stoves, ranges and tin shop. 


DuNLAP, TENN.—The Dunlap Hard- 
ware Cv. has opened a store here, 
carrying a stock of automobile tires, 
barn equipment, bicycles, builders’ 
hardware, building paper, churns, 
crockery and glassware, cutlery, dairy 
supplies, farm implements, flashlights, 
fishing tackle, garage hardware, guns 
and ammunition, harness, heating 
stoves, heavy hardware, home barbers’ 
supplies, kitchen cabinets, kitchen 
housefurnishings, linoleum and oilcloth, 
lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, phono- 
graphs, prepared roofing, pumps, re- 
frigerators, shelf hardware, silverware, 
sporting goods, stoves and ranges, toys, 
games and wheel toys. 


JELLICO, TENN.—H. P. Roberts has 
purchased the half interest of his 
partner in the Bob-White-Hardware 
Co. The business will be continued 
without change in the firm name. 












